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ARPA ES EAS 


TWO NOTES! 


A simple turn of the handle 
sounds two rich notes. Beautiful 
oyster white or walnut grain metal 
cover on inside. Sells for only 
$4.50 in oyster white ($4.95 in 
walnut grain). 


FREE DISPLAY OFFER 


Self-demonstrating counter display for your showroom 
Mail this coupon TODAY for details. 


itt LLL 
NUTONE, INC., Dept. AL-6, Cincinnati 27, Ohio. 
Name 
Company 
Address 


«ne saeee 


here for complete literature on NEW 
line of NuTone Door Chimes. 














NO WIRING... 
NO BATTERIES 


Here is a LOW COST, 2-note door chime thai 
USES NO ELECTRICITY! A tremendous selle: 
for new homes, remodeling or apartments 
... ideal for extra doors. QUICK and EASY 
TO INSTALL . . . adjustable to any thickness 
... fits metal or wood doors. 


Smartly styled, solid brass name- 
plate for outside of door . . . built 
for beauty and long service. NA- 
TIONALLY ADVERTISED with 4-color 
ads to consumers, builders and 
architects. 


JONES 
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Why Are Walls and Roofs Built with Air Spaces? 


ECAUSE air has SLIGHT DENSITY and elimi- 

nates nearly all heat flow by CONDUCTION. 
But empty space is NO BARRIER to RADIATION 
and CONVECTION. 65% to 80% of the heat that 
travels across the space, winter and summer, 
from the warm wall surface to the colder, is 
RADIATION. 


CONVECTION represents only 15% to 28% of 
the heat which flows across this space. 


Ordinary insulations, like most building ma- 
terials, absorb 90% of the heat rays or RADIA- 
TION which strike them, and RADIATE HEAT at 
a 90% rate. 


Multiple accordion aluminum is an effective 
RADIATION BARRIER; turns back 97% of heat 
rays; radiates only 3%. Compartmented with 
large cellular air spaces, it BARS CONDUCTION. 
Sheets of aluminum and of fiber BLOCK CoN- 
VECTION. Unlike asphalt papers, the heavy ac- 
cordion aluminum sheets are impervious to 
vapor, and non-condensation forming on their 
surfaces and within their structure. 


YOU SHOULD KNOW THESE FACTS 


RADIATION is the transmission of rays 
through space. They are invisible and flow 
from any surface warmer than absolute zero to 
a cooler surface, always from warm to cold. 
These infra-red heat rays are transformed to 
heat only when they are absorbed by the sur- 
face which they strike. 


CONDUCTION is direct flow of heat through 
matter, resulting from actual physical contact. 


CONVECTION is the transfer of heat by the 
flow of a warmed gas or liquid. 


For detailed explanations, read Schwartz’s 
“Simplified Physics of Vapor and Thermal In- 
sulation.” Obtain it free. In easily understood 
language, supported by illuminating pictures 
and diagrams, it explains heat and vapor flow, 
especially in relation to insulation, and de- 
scribes the causes of condensation and the 
damage it does. Hundreds of thousands of 
copies are in daily use by architects, engineers, 
public officials and building contractors. 















Ordinary insulations absor' 
and radiate 30 times more 
heat than multiple 
accordion aluminum with 
cellular air spaces 


3% EMITTED 






Most Building Materials 
and Ordinary Insulations 
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ADVANTAGES TO DEALERS 


Multiple accordion aluminum is light, compact, 
clean. Anyone can install it. The commercial 
forms, pre-fabricated to automatically provide 
compartmentation and simple, easy installation, 
are Infra Insulation Type 6 and Types 4 and 4 Jr. 
They cost respectively, under 9¢ and 714¢ sq. ft. 
installed between wood studs or joists in new 
construction, materials plus labor. 


One small carton, 114 cu. ft., holds 1000 sq. ft. 
Ordinary insulation needs 25 bulky cartons, 175 
cu. ft. to store 1000 sq. ft. A million sq. ft. of 
Infra store in a room 10’x15’x10’ against 116 
rooms for ordinary insulation. 


Infra weighs but 46 lbs. per 1000 sq. ft.; ordi- 
nary insulation 1 ton. A man can carry under 
each arm 1000 sq. ft. of Infra. Two cartons will 
insulate a medium size home; one often suffices. 


Infra has been advertised for years in every 
issue of American Builder; Practical Builder; 
Architectural Record; Progressive Architecture; 
Architectural Products; Heating, Piping & Air- 
Conditioning; Heating & Ventilating; Roofing, 
Siding & Insulation. Publicity campaigns in these 
and other trade and consumer publications have 
made Infra known to millions, and a favored 
specification of architects and builders. 





INFRA THERMAL FACTORS. TYPE 6 
Up-Heat (.089, R 11.23 = 
Wall-Heat C.073, R 13.69 = 
Down-Heat €.044, R 22.72 = 


43/,"" dry rockwool 
55/,” dry rockwool 
9” = dry rockwool 


| INFRA INSULATION, INC. 
525 B’way, N. Y.C. Dept. (U 10) 


Please send FREE “Simplified Physics of 
Vapor and Thermal Insulation.” 












Name__ — — — 





Firm 
Address 
CD Send Prices Infra Insulations [J] Sample 








1000 sq.ft. of 
ordinary insulation 
when bone dry 
weigh 2000 Ibs. 


dw 1000 sq.ft. multiple 


accordion aluminum 
weigh 46 Ibs.; 







ordinary insulation sy" 
9 < 


occupy 175 cu.ft. 2S 





1000 sq.ft. multiple 
accordion aluminum 
occupy 12 cu.ft. 
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WASHINGTON REPORT 





Possible Slowing of Defense Spending Stirs Recession Talk 


Military Economy: Business 
pulse feelers, these fall days, are 
bringing a rush of hard questions 
to the head... . If defense spend- 
ing slacks off, what kind of situa- 
tion will business face into? When 
will it happen, if it does happen? 
And, since most people are plan- 
ning not to like any kind of jiggle, 
how annoying is it going to be? 

Answers to these questions are 
important to the light construc- 
tion industry; since our business 
follows pretty closely the lines of 
the national economy as a whole. 
Some occupations, such as pawn- 
broking and psychiatry, pick up 
in times of recession. Ours does 
not. At the moment Uncle Sam, 
of course, is top operator in the 
national economic field; and re- 
armament, with the billion signs 
all over it, is the big project. So 
what Uncle does will get the hard 
and appraising, and also scared, 
eye. 


Will there be a recession in ‘53? 


Not all the specialists come up 
with the same answers. Sumner 
H. Schlichter, of Harvard, told 
the National Hardwood Lumber 
Association there is a possibility 
of some “mild contraction” in the 
national economy, starting late in 


‘04 or early in 55. Several of 
his fellow economists, not being 
too sure, themselves, put out their 


opinions gently by asking a ques- 
tion of their own: Will there be 
a recession in ’53? A few of them 
think so; at least maybe so. Oth- 
ers, with no inhibitions, say there 
WILL be a recession, or a pause 
for economic identification, start- 
ing about a year from now and 
carrying into ’55. 


Defense spending the key 


The New York Times says that 
defense spending, now at $50 bil- 
lion a year, will rise to $55 billion 
and will be reduced “about two 
years hence” to $40 billion. This 
two year period and the reduc- 
tion to $40 billion would seem to 
be what Doctor Schlichter had in 
mind when he predicted his mild 
contraction in ’54 or ’55. 

Whether or not any of these 
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guesses about business are ac- 
curate, all of them hang on the 
nail of defense spending; what 
rate of spending, for how long a 
time, and for what kind of war— 
cold or hot? Will it involve stock- 


piling of actual weapons, as Rus- 
sia is doing, or stock-piling of 
production capacity? If we get 
hurt by defense project expendi- 
tures, how will it happen and 
how serious will it be? 


Others minimize impact of defense spending 


Here are a couple of disagree- 
ments with the idea that the 
American economy is going to get 
hurt by defense spending on the 
way up or on the way down. Sure 
enough, the two disagreements 
are based on different lines of 
reasoning. 


Economist William C. Bober, of 
Johns-Manville, doesn’t expect 


this spending to be reduced much 
if at all; at least within any 
guessable period of time. The idea 
that it can be reduced by any 
large amount rests on the theory 
that Russia will begin to behave 
or at least will not get any more 
ornery than at present. Why ex- 
pect that? Russia has won a lot 
by fixing up cold-war traps; and 


The housing market for 1953 


Demand for houses _hasn’t 
though there’s the usual fall and 
winter guess that next year’s new 
starts will be down a little. Nor- 
man Mason, one of the best in- 
formed men, has been saying pub- 
licly and privately that there’ll be 
a good volume of light construc- 
tion in ’53 but that competition 
will be tough. 

Several reasons: A lot of houses, 
new and old, on the market; in 
most parts of the country. While 
a good many people are inquiring, 
they’re more price conscious than 
usual. Not much industry suc- 
cess, so far, in reducing residence 
costs; chiefly because of increased 
wages paid building mechanics. 
Other items, of course; such as 
high freight rates and the scarcity 
of competent mechanics. Anyway, 
with pretty stiff costs and some 


there are plenty of things Big Joe 
can do, short of a global war, to 
keep these cold-war troubles go- 
ing. Armament races, once fired 
up, are hard to cool down. 
Secretary Snyder, of the Treas- 
ury, filed the second dissenting 
opinion. The Secretary says 
American prosperity rests upon a 
much wider and a more permanent 
base than the making of military 
equipment. It is built upon such 
foundation factors as the big per- 
sonal saving rate in the United 
States, the wide distribution of 
income, the rapid increase in pop- 
ulation. In Mr. Snyder’s opinion 
there isn’t so much reason to 
fret, one way or the other, about 
defense spending as a dominant 
factor in American economics. 


surplus of unsold houses and the 
current reluctance to buy, there’s 
a pressure on profits. 

The suspension of Regulation X 
will help a little but not much in 
the housing field. It will aid com- 
mercial building; a field where the 
earlier 50 percent down payment 
was a stinger. Lifting controls 
from conventional mortgage loans 
and the return of second-mortgage 
loans are already helping sales. 

The continued 4 percent interest 
rate on VA paper and 414 percent 
on FHA make it hard to attract 
loan money into those fields. ... 
Looks as though there’d be plenty 
of building materials for next 
year. . . . Don’t expect the Con- 
trolled Materials Plan to be taken 
completely out of the picture; 
though it may be shifted to a sort 
of reserve status. 





VAUGHN SCHOOL: Located, 7th and Fulton Street, Aurora, Colorado 
General Contractor: Platt Rogers, Inc., Denver, Colorado 

Architects: Atchison and Kloverstrom, Denver, Colorado 

Plastering Contractor: Edwards and Milow, Denver, Colorado 

Supplier of 4.5 Truss-Loop Lath: Jones-Heartz Lime Co., 
Denver, Colorado 
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A GREAT METAL LATH 


When contractors and architects an excellent job quickly. Truss-Loop 
hear the advantages of Bostwick ribbed and arch construction pro- 
Truss-Loop Metal Lath, as presented vides a flat, rigid surface — even 
by Bostwick dealers, their favorable though working centers may be 

decisions are made on sound selling widened to 24 inches. Here’s another 

facts. time-saver! The contractor can trowel 
Here’s what you can say: Fire pro- faster and proceed from scratch coat 
tection was a primary must in the to brown coat without moving the 
Vaughn School at Aurora, Colorado. scaffold. 


































Truss-Loop had proved itself as one Through use of fewer studs and 

of the best tests at the Underwriters’ elimination of extra wide overlapp- oh 
Laboratories. Extra metal surface ing, savings in material add more to » ob 
and good plaster key presented ri- the contractor's profits. And, another ol 

gidity and a highly rated fire barrier. saving comes from prevention of ; 

You can also say this—Time sav- _ plaster loss by Bostwick’s Truss-Loop 

ings in erecting Truss-Loop Metal  triple-bond plaster key. b: 
Lath and in plastering mean dollars Ask for complete specifications on ts 
% earned in labor saving. Even an in- the best general purpose metal lath ty 
. experienced plasterer accomplishes —Bostwick Truss-Loop. "bl 
th 


100 HEATON AVE. . NILES, OHIO " 
le 
be 


STEEL LATH COMPARY| ° 
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Record quarter. Construction in the September quarter was the 
«reatest for any three months in U. S. history. Work put in place for 
he period was valued at $9.3 billion, compared with $8.7 billion in 
rhe like 1951 period, the Labor and Commerce departments reported. 
Vrivate construction was 3% above a year earlier. Public projects 
spurted 13%. 


NPA still trying. Postponing the relaxation of construction con- 
trols until May 1 is apparently an effort to justify their continuation 
when the new Congress meets. The steel strike and the copper and 
aluminum situation are given as reasons but industry feels that the 
NPA is once again over-estimating future needs. 


Less aluminum. The NPA this week began strengthening their 
case by announcing that we will lose 120 million pounds of aluminum 
production in the last half of this year, because of power shortage and 
delays in aluminum expansion projects. They also stated that imports 
of copper have increased but that the supply of scrap has diminished 
and domestic refined copper has sagged. The NPA has gingerly sug- 
gested July 1, 1953, as the earliest date for completely removal of 
rationing on steel, copper and aluminum. 


Building in 1953. Just about this time every year we have a 
wonderful fling at estimating business in the coming year. It’s rather 
unanimous that new home building will be off slightly but the picture 
is brightened by the excellent prospects for commercial construction 
and a healthy market for repair and remodeling business. American 
Lumberman believes that home owners will be doing much of the 
repairs and remodeling themselves because of the cost factor and the 
fun of working with their hands. As a service to our readers we have 
produced a new sales promotion kit aimed directly at the “Do It Your- 
self” customer—complete details are published elsewhere in this issue. 


Your Profit-Making Forum. The tremendous growth of the “Do 
“ourself” market is fully discussed in this popular feature this week 


prepared by Norm Advertising, Inc. Incidentally, this material was 
written before the announcement of American Lumberman’s “Do It 
Yourself” kit . . . illustrating widespread agreement on the timing 


for the promotion. 


Scarcity of building lots. The United States Savings & Loan League 
has reported a growing scarcity of improved building lots. They 
believe that the problem of finding improved lots will discourage many 
large-scale builders in the coming year. 


Too small, too cheap. Recently 31 national leaders in building, 
banking, architecture, real estate and manufacturing met for a round 
table discussion on the building industry. Admitting that too many 
two bedroom houses have been built since World War II, the group 
blomed the “pressure for cheap housing on the government, specifically, 
the FHA and the mortgage pattern for federally insured loans.” They 
pointed out that the down payment for each added thousand dollars 
between $7,000 and $11,000 is six times as big as the down payment for 
every thousand dollars under $7,000. 


Bigger houses coming. During the discussion it was pointed out 
that if pressure for cheaper homes was relaxed most builders could 
add another 100 square feet to an 800 square foot, $8,000 house for 
less than $400. The NRLDA, too, believes that in 1953 more three 
bedroom houses will be built in spite of the down payment situation. 
They point to growing family size and say that, “floor space can be 
Increased 1214% with just 5% cost of the dwelling.” 
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ELLIOT C. SPRATT is the newly 
elected president of the Producers’ 


Council. For the complete story on 
the Council’s annual meeting see 
page 11. 


Rise in FHA Interest 
Rate Held Unlikely 


No increase in the FHA maxi- 
mum interest rate should be ex- 
pected this year, Walter L. Greene, 
commissioner, Federal Housing 
Administration, told the Mortgage 
Bankers Assn. of America recently 
at Chicago. 

The question of raising the 
FHA interest rate has been the 
principal theme of the convention. 
Mortgage bankers have blamed a 
shortage of mortgage funds on 
relative unattractiveness of FHA 
obligations to lenders. 

Greene pointed out that FHA 
has had a 22 per cent increase in 
applications this year. While some 
of its paper has gone at a dis- 
count, it has not been in excess 
of the allowable amount, he said. 

“After careful study of all in- 
dices, I do not foresee any change 
in FHA maximum interest rates 
during the present calendar year,” 
he said. 


More CMP Materials— 
But Not Until May | 


The National Production Au- 
thority boosted allowances of 
steel, copper and aluminum to 
builders of commercial, entertain- 
ment and other types of projects 
—but the bigger rations won’t go 
into effect until next May 1. 

The only important change is 
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Here's the sidewall that puts ‘‘sex appeal”’ 
in home exteriors! Colorful, rich and attractive, 
4 Shakertown Sidewalls combine the advantages 
of distinguished beauty with the economy of 
double-coursed cedar shingles. 





2 


There’s no secret about the phenomenal de- 
mand for factory-stained Shakertowns. They 
mean lower construction cost, even lower cost 









SHAKERTOWN 


7 
Cedar 





5455 










@ give homes that “PLUS-VALUE” look! 


per year of sérvice — with better insulation, 
less upkeep and added property value. They're 
architecturally right, too. 

Whether you're building one home or one 
thousand, if it's good profit you want, you'll 
be ahead with Shakertown Sidewalls. It pays 


to stock and sell them! 


Get the facts! Find out why shake homes, in project after project, have 
sold far ahead of any other homes built of standard materials. 


Write today for prices and architect-selected color samples. 


West Coast Plant at Chehalis, Wash. 


BROADWAY AVE. CLEVELAND 27, OHIO 
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the effective date of the relaxa- 
‘ion. This was originally set for 
April 1, but N.P.A. postponed it 
9 May 1, 1953. N.P.A. said the 
ection was taken because of un- 
certainties regarding the supplies 
of controlled materials, particular- 
y steel, next spring. 

At a press conference N.P.A. 
chief Richard McDonald said the 
postponement was a precautionary 
step. He said that the date may 
be returned to April 1 if a review 
of the construction situation 
scheduled for October 29 shows 
that such a move is justified. 

The new orders will permit 
home builders to use up to 1,500 
pounds of structural steel in their 
projects, effective May 1. They 
also establish a self-authorization 
allowance for builders of highway 
projects. 

The new construction orders 
will, for the first time, permit 
builders of recreational and en- 
tertainment projects to write their 
own priority tickets for small 
amounts of materials. Beginning 
May 1, builders of theatres, penny 
arcades, shooting galleries, coun- 
try clubs and similar projects 
will be allowed to “self-authorize” 
their orders for up to the follow- 
ing amounts of material: Five tons 
of carbon steel, including no more 
than two tons of structural shapes, 
500 pounds of copper and 300 
pounds of aluminum. 


Foley Reveals 


New FNMA Program 


The Federal National Mortgage 
Assn. has a plan for reciprocal 
purchase of mortgages from pri- 
vate lenders which may help ease 
ticht conditions in the mortgage 
market. 

Raymond M. Foley, administra- 
toy of the Housing and Home 
Finance Agency, top federal agen- 
cy in the housing finance field, 
discussed the plan before the 
M rtgage Bankers Assn. of Amer- 
ica annual convention in the 
Conrad Hilton Hotel. 


Purchasers of non-defense and 
non-disaster mortgages from the 
FNMA would be given a purchase 
receipt equal to the _ principal 
amount of the mortgages bought. 

This would give them a preferen- 
tial right to sell to FNMA within 
one year an equal amount of mort- 
oe eligible at the time of offer- 
ing. 

The usual two months waiting 
time before such mortgages could 


Jue 
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normally be offered to FNMA 
would be waived. 

At the time of issuing the pur- 
chase receipt, FNMA would ear- 
mark the funds to meet the future 
obligation. Holders of purchase 
receipts would be permitted to 
make their sales to FNMA even 
though all its otherwise uncom- 
mitted and unearmarked funds 
might have been exhausted. 


\ 


ALAN E. BROCKBANK 





Demand for 2 Million 
Homes Yearly by 1970 


Two million new houses a year 
—35% more than was built in 
1950—will be needed to provide 
adequate housing in 1970, Alan 
E. Brockbank, president of the 
National Association of Home 
Builders, predicted this week in 
Chicago. The increased needs 
are based on the high birth rate 
of the past 12 years as these 
people form families and enter 
the home market. 


Brockbank said the low birth 
rate during depression years, re- 
flected in the current drop in new 
family formations, is providing 
the industry a “breather” spell, 
although the present market is 
still far from saturated in some 
price ranges. 


During this interval, before the 
oncoming generation reaches the 
home buying stage, he believes 
builders can solve many smaller 
but equally important problems. 
When housing demands increase, 
they will be free to devote all 
energies toward achieving high 
production volume. 


Low cost housing for older peo- 
ple and minority races is high on 


the list of present problems, but 
the NAHB head thinks the major 
one at hand is slum redevelop- 
ment. Remodeling of housing by 
private enterprise can produce low 
rental units at less cost than can 
be provided through public hous- 
ing, he maintained. 


Producers’ Council 
to Offer Product Data 


A new informational service for 
the benefit of the National Retail 
Lumber Dealers Association, the 
National Association of Home 
Builders, the Associated General 
Contractors of America, and the 
American Institute of Architects 
will be in operation during the 
next year. The service is part 
of the Producers’ Council’s drive 
to give more factual data on the 
proper uses of new and improved 
building materials. 


Information will be supplied 
by the Council’s 117 company 
members and 23 association mem- 
bers and channeled through the 
organization’s 33 chapters in prin- 
cipal cities. 


With the relaxation of steel 
controls next year, there will be 
more building materials on the 
market than ever before, and the 
need for the program will be great. 


This was revealed at the annual 
meeting of the Producers’ Council, 
Inc., in St. Louis, Sept. 23-26, by 
newly elected president, Elliot C. 
Spratt. 


Outgoing president A. Naugh- 
ton Lane also stated that, despite 
the industry’s efforts to reduce 
building costs, the two forces of 
inflation and buyer choosiness 
were at work to prevent it. 


Elliott C. Spratt, secretary of 
the Hillyard Chemical Co., St. Jo- 
seph, Mo., was elected president of 
the Producers’ Council, to succeed 
A. N. Lane, vice president of the 
Monarch Metal Weatherstrip 
Corp., St. Louis. 


Other officers elected were: first 
vice president, R. S. Hammond, 
Johns-Manville Sales Corp., New 
York; second vice president. Wil- 
liam Gillett, Detroit Steel Prod- 
ucts Co., Detroit; secretary, Fred 
L. Hauserman, E. F. Hauserman 
Co., Cleveland, and treasurer. F. J. 
Close, Aluminum Co. of America, 
Pittsburgh. 








AIR-KING 


MANUFACTURING CORP. 
Tigard, Oregon 


For Fast Shipment 
SPECIFIED LENGTHS 


in Douglas Fir 





High-speed machines for top qual- 
ity manufacture and we ship to 
your order — specified lengths, 
specified widths in dimension and 
small timbers, standard green 
Douglas Fir. 





Absolute Dependability 


We can help you keep your high 
inventory costs down with our fast 
shipment of exact count if neces- 
sary. No “cats and dogs” but 
quick turnover. 


Let Us Demonstrate 





SPECIFIED LENGTHS 
Grade Stamped 








Veach New Munitions 
Board Consultant 


John B. Veach, president of the 
National Lumber Manufacturers 
Association has been named forest 
producst consultant to the Muni- 
tions Board. 

The NLMA president will be on 
24-hour call for advice and will 
meet with Munitions Board offi- 
cials in Washington as often as 
the need arises. He succeeds the 
late Harry T. Kendall, another in- 
dustry leader and an officer of 
NLMA until his death last May. 


New Plumbing Code 
Saves $150 Per House 


Pushing for widespread adop- 
tion of the new National Plumbing 
Code, NAHB says savings as high 
as $150 per house in new construc- 
tion have been made in some cities 
adopting the modernized stand- 
ards of this document. 

The national code contains no 
requirement for a house trap and 
fresh-air inlet, but a NAHB check 
of 80 states and cities found that 
this “obsolete installation,” cost- 
ing $25 to $40, is still mandatory 
in 14 of the surveyed municipali- 
ties. 





1. Has your yard had a lost-time 
accident within the last six months? 


Most yards did. Take time to read 
“Is Your Lumber Yard Hazard-Free?” 
and save yourself lost man-hours. It’s 
another American Lumberman exclu- 
sive. 

2. A lot of salesmen make a good 
presentation, yet lose the sale. Why? 
One clue may be found in “Too Many 
Facts Can Kill the Sale.” Look for 
it in American Lumberman’s next 
issue. 

3. Having focused on foundations in 
his previous article, Gus Meissner 
takes a look at short cuts to faster 
framing practices in the third article 
in his series, “Short Cuts Slice Con- 
struction Costs.” In this article he 
pays special attention to pre-cutting, 
pre-priming and plumbing a wall. He 
also discusses truss verus conventional 
roofs and shows how the right tools 
speed up roofing application. 





ELEVATOR OPERATORS pickets 13!) 
North Clark Building. American Lum- 
berman offices are located on the 20th 
floor. 


Elevator Strike Hits 
American Lumberman 


The five-day strike of elevator 
operators in 125 downtown Chi- 
cago office buildings effected the 
normal .publishing operations of 
American Lumberman at 139 
North Clark Street. 

American Lumberman is located 
on the 20th floor of a 21-story 
building in the Chicago Loop. 
Nearly every employe climbed the 
20 flights to work each day dur- 
ing the strike. Few of them, how- 
ever went out to lunch. Sand- 
wiches, coffee and pie were 
brought up by messenger. 

The strike caused considerable 
delay and confusion in carrying 
on our regular business. Please 


excuse any delay which you may 
have experienced from our office 
as the result of this emergency. 





CLIMBING 20 FLOORS is no jeke. 
Joan Loftus, American Lumbermat 
secretary, is carrying a coffee jug and 
Shirley Elkin is helping with the mail. 
The reason they are smiling is be 
cause the photographer asked them to. 
Notice the grim expression on the [ace 
of Gordon Lawler, American Lumbel- 
man managing editor. 
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EDITORIAL 


Let’s Get the Record Straight on Lumber 


Half Truths on the Future Supply of Timber Lead to Utterly Wrong Conclusions! 


Some of our readers may have noticed in a 
recent issue of TIME magazine a quotation from 
the report of the President’s Materials Policy 
Commission which reads “Timber is now being 
used up 40% faster than new stands are growing.” 


This shows how a serious misunderstanding 
can be caused by the lack of a full and clear 
explanation of a problem. 


A little later in the same report the Commission 
said “Annual growth of timber of all kinds already 
is almost in balance with the drain from cutting, 
plus fires and epidemics and it seems likely that 
before 1975 total growth will be running well 
ahead of total drain.” 


TIME did not quote this latter paragraph. 


. The first quotation would have been accurate 
if it had stated “Saw timber is now being used up 
40°; faster than saw timber is growing.” 


With overall timber consumption and annual 
growth about in balance (102-100), the problem 
is in the area of utilization rather than growth. 


And with new and improved forest utilization, 
procuet engineering and consumption research, 
coupled with the existing techniques to compress, 
shape and glue wood fibres into structural ma- 
terial, it is apparent that the sustained-yield prac- 
tices of the private forest operations will assure 
an adequate supply of wood products for our 
needs from here on out. Government forest opera- 

ms, too, are cooperating with private forest 
ndustries in this effort. 


Twelve Constructive Steps 


_ As the Commission pointed out in its report, 
industry and government both have a responsi- 
vility in fortifying the balance between overall 
srowth and uses. 


Some of the constructive steps that are being 
taken include: 


1. Shifting of unnecessary use of saw timber 
to other types of forest products. 

. Improved relationship of product and use all 
down the line. 

. Elimination of forest waste. 

Utilization of mill wastes. 

Reducing fire losses. 

Minimizing effects of disease and pests. 


> 
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. Improved selling and distribution practices. 
. Improved cutting practices. 

Better forest management. 

Product and marketing research. 

Planting more (and more rapid growing) 
trees. 

12. More complete use of each year’s crop. 


rrr Prs 


1 
1 


It seems significant that of these twelve steps 
to better timber crops and cropping each and 
every one are in the province of private enterprise 
and are being worked upon by private forest 
operators. 


Year by year private owners are expanding 
their efforts along these lines. 


Marketing the Real Problem 


In our opinion, with the basic law of supply 
and demand as catered to by the private enter- 
prise profit system, the problem in the future will 
not be the supply of trees but the marketing of 
the annual forest crop. 


We will continue to have self-seeking bureau- 
crats who will use half truths and propaganda in 
attempts to further socialize our forest opera- 
tions, but the facts today give every promise that 
private enterprise in both self-interest and public 
interest is taking those steps which will assure 
a permanent timber crop. 


There is, of course, a proper place for govern- 
ment in the picture. 


With such a great part of our forests in the 
Public Domain there is a crying need for more 
enlightened cooperation between industry and 
government, 


The industry welcomes and will enthusiastically 
participate in truly cooperative activities but it 
will resent and resist government dominance and 
dictatorship in the areas which are obviously, ade- 
quately and efficiently being handled by private 
enterprise. 
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OUTSIDE VIEW of Sawyer’s flip-leaf 
direct mail piece. Names of all major 
departments in the store are visible 
at a glance. 










INSIDE VIEW of folder shows how 
sharp photographs are used to illus. 


tion lines beneath. 
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Center 184 Mo 
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Picture Tour Through Sawyer’s 


Smartly-illustrated direct mail piece gives customers bird’s-eye view 
of goods and services offered by this enterprising Massachusetts dealer. 


A quick look at the goods and 
services available at Sawyer’s, 
“Worcester’s Home Center,” is af- 
forded by a small, but attractively 
illustrated direct mail piece printed 
by this Massachusetts firm. 

The little booklet (6%x312) 
takes the reader on a picture tour 
of this unusual concern, which not 
only handles a complete line of 
building materials, including spa- 
cious kitchen and home-planning 
centers in one store, but all the 
necessary home furnishings—fur- 
niture, carpets, bedding, rugs, pic- 
tures, interior decoration service 
and a quality gift shop—in a sec- 
ond store in the downtown area. 

The pages of the little direct- 
mail folder are staggered so that 
the 24 different subject headings— 
building materials, house plans, 
paint, housewares, kitchen plan- Building Materials 
ning, ete.—can be seen at a glance. i 
Let’s start the tour in the yard. your needs, accurately and quickly with the right materials at the right pric 
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. . for a small repair job, a major remodeling or a new home—we ¢an fill § 






























































House Plans 
... of all descriptions, 
hundreds of the m— 
Worcester head quar- 
ters for Better Homes 


t , 
illus & Garden, Weyerhaus- 
cap- er and many others— 





open Wednesday eve- 
nings. 


Financing 


Sawyer’s will finance 
any purchase on liberal 
monthly budget terms 
—even your entire new 
home during construc- 
tion. 





Hardware 


Tools by Stanley & 
Miller’s Falls — hard- 
ware by Russwin & 
Dexter—for any _ job, 
large or small. 








Paint 
No finer paint any- 
where — Keystone’s 


Odorless for inside 
work in flat, satin and 
gloss — Keystone’s 
tough outside paint for 
all exteriors. 





EN ae 
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Construction 


Sawyer’s can advise 
you on your own con- 
struction or recommend 
the proper contractor 
or carpenter for your 
particular work. 


view 








Floor Covering 


Armstrong, the finest 
name in floor coverings 
—linoleum, rubber as- 
phalt. 





Roofing 
Re-roof or re-side your 
home the certified way 
—doubly guaranteed 
by Johns- Manville and 
by Sawyer’s capable, 
insured workmen. 








Furniture 


Sawyer’s Furniture 
House at 184 Main 
Street brings you cor- 
related home furnish- 
ings in the traditional 
or the new casual mod- 
ern fashion. 





= 
Bui.pinc Propucts MERCHANDISER 











Picture Tour Through Sawyer's (continued) 


Everyone of the 19 pages has a 
different picture of the depart- 
ments, services and people found 
at Sawyer’s. Beneath each picture 
is a brief description of the ma- 
terials and services offered. 
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Some 10,000 copies were printed 
last spring and reprints will be 
made, according to J. H. Lamson, 
advertising manager for Sawyer’s. 

Copies are mailed to all of Saw- 
yer’s new accounts and budget 


Kitchen Equipment 


Geneva steel kitchen 
cabinets or modern 
wood cabinets, plus 
General Electric home 
appliances—many com- 
plete kitchen displays. 


Kitchen Planning 


. at its best when 
you work with Saw- 
yer’s Kitchen Planners 
—since 1927 a real help 
to people in Worcester 
and Worcester County 
—another free service. 


Gifts 


... for all occasions— 
from the four corners 
of the world—at 1844 
Main Street. 


Modernization 


Attic rooms, rumpus 
rooms, house additions 
—planning help, plus 
displays, plus financing 
makes home modern- 
ization easy. 


Home Workshop 


Famous Shopsmith 5 
power tools in one; 
lathe, sander, vertical 
drill, table saw, hori- 
zontal drill—great for 
basement workshops. 


Walls of beautiful, dur- 
able plastic tile, as easy 
to clean as a china cup 
—install it yourself or 
ask us to recommend 
someone. 


Combination 
Windows 


. « . provide winter 
storm windows and 
summer screens in one 
convenient unit—self 
storing, no taking off 
and putting on—we 
install. 
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Housewares 
. of all descriptions, 
kitchen utensils, din- 
nerware, cleaning sup- ae 
plies, household helps. | 
3 
Wall Tile om 


customers. Newcomers to Wor. 
cester receive copies via the Wé. 
come Wagon. The booklet is algo 
made available at the cashier’s desk 
in the store. 

Most of the pictures and thf 
explanatory lines are reproduced @ 
exactly as shown in the bookiet. [7 
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RAY MILLER, left, shows customer Bob Hartmann, just 
how easy it is to install the new pegged redwood paneling. 
For many installations all that is needed is a hammer and 
The paneling is tongue and grooved and cut to 


nails. 
convenient 8-foot lengths. 


Photos Great Lakes Plywood, Div. Plywood, Inc. 
INTERIORS of pegged redwood paneling are modern and 
interesting. The texture-effect shown below is especially 
beautiful and appropriate for today’s ranch homes. 
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/ Sell Redwood Paneling to Homeowners 


Geest and Wheeling Coal and Lumber Supply Co., 


Ray Miller, owner-manager of 


_ the Geest and Wheeling Coal and. 
4 Lumber Co., Wheeling, Ill, likes 


to collect “firsts” for his lumber 
\nd among the most impor- 
} irsts” to Ray are new build- 
) Ing products with outstanding cus- 
} tomer appeal. 

| Recently the new pegged red- 


, Wood -aneling caught his eye. This 
relati ly new product is manufac- 
tured in uniform, solid panels 
)/Measiring 12” x 96” x 3%”. The 


_Pane:. appear on the surface to be 
made in random widths and 
lengths, as well as pegged at each 
/joint. Actually, during the manu- 
/tacturing process the panels are 
/ assembled to give the attractive 
/Tandom effect and _ electronically 
glued. 

Ray felt the new product was 


> Something different and a natural 


or game or basement amusement 


)tooms. His big job was to intro- 


duce and sell the paneling to his 
/‘ustomers. Miller sold three jobs 


& 
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within three days after setting up 
his point-of-sale display. Next, he 
mailed a four-page booklet to pros- 
pects known to be in the market 
for remodeling. Later an envelope 
stuffer was included at the end of 
the month with company state- 
ments. Both the booklet and stuf- 
fey featured the beauty of the 
product and stressed the ease of 
installation by the homeowner. 
Each promotional effort pro- 
duced more business and increased 
customer interest. Not only was 
remodeling stimulated directly to 


the homeowner, but a number of. 


jobs were sold through interested 
contractors. Miller is now prepar- 
ing a one-page instruction sheet 
that will be included with each 
order for pegged redwood panel- 
ing. The sheet indicates the exact 
steps necessary for “do-it-yourself” 
installation and finishing. 

Most of Miller’s customers pre- 
fer to use a natural redwood finish 
on paneling for interiors. Some 


Wheeling, Ill., finds new pegged redwood wall paneling is a popu- 
lar product with the “Do-it-yourself” trade. 


like the popular two-tone “wiped” 
effect, further increasing paint 
sales. This finishing technique is 
possible because during manufac- 
ture the soft pulp surfaces are 
burnished away, leaving a raised 
oak-hard grain effect. . 

In the Wheeling area the prod- 
uct is also being used for exteriors 
on popular ranch homes. Usually 
the builders work it in around the 
doorway entrances or frequently 
across the entire front of the home. 
The back of the panel is always 
finished when used on exteriors. 

Customers like the appearance of 
the new pegged redwood paneling 
but ease of installation is a strong 
sales feature. The paneling is con- 
veniently packaged in units of 
eight with the sides and ends well 
protected. Either three or four 
furring strips. The tongue and 
groove edges slide together easily 
and quickly, a truly “do-it-your- 
self” product for either new homes 
or older ones. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up" for serv- 
ice. With many long-established mill contacts, 
knowledge of mill's specialties, resources, manu- 
facturing and shipping facilities and a thorough 
understanding of buyer's requirements, the lead- 
ing Western Wholesalers below can help you take 
the worry out of your lumber buying. Tell them 
your needs. Let them supply your complete re- 
quirements. 


SENECA LUMBER SALES 


Wholesale Forest Products 
P.O. Box 1211 Phone 5-1211 
EUGENE, OREGON 


Complete Planing Facilities 


MAUK SEATTLE LUMBER COMPANY 


3935 University Way, Seattle 5, Wash. 
WESTERN LUMBER MERCHANTS 
Bastern Office 4 Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 $. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 


700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FORESI PRODUCIS 
Telephone: AT 659! Teletype: P0D57. 


Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing In Fir Gutter, all sizes and patterns 


Morrill & Sturgeon 


Lumber Co. 
YEON B6LDG., PORTLAND, ORE. 


NORTH PACIFIC LUMBER CO. 
Only The Best Northwest Lumber 
P. ©. Box 7764, Portiand 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 


ALEXANDER LUMBER CO. 


435 Securities Bldg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing In Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Our 32nd Year 
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THE MARK OF QUALITY 
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564 Market St., ten Francisco 4, Cal 
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LIGHT APPLI- 
ANCES were fea- 
tured in a second 
window. Wire 
framework was 
used to support 
the various orna- 
ments. 


Features Appliances at Xmas 


Light and heavy appliances used to promote} : 
holiday window display by Florida dealer. Ea 


“Around the holiday season, 
people are more interested in 
home furnishings gifts than in 
lumber,” says J. J. Hayes, man- 
ager, Pompano Lumber Company, 
Inc., Pompano Beach, Fla. 

“The building material 
also profit by this display of 
home furnishings. Among the 
crowds who come to buy electric 
and hardware gifts are many 
people who are contemplating 
building, repairing or making ad- 
ditions to their homes and other 
buildings,” continued Mr. Hayes. 
“We are able to show them all 
the materials for building, as 
well as the latest items of build- 
ers’ hardware, built-in fixtures 
and glass blocks. It gives us an 
excellent prospect list.” 

Last Christmas, Pompano’s de- 
voted two of their windows to ap- 
pliances, both small and large. 


lines 





HEAVY APPLI. | 
ANCES, gift. & 
wrapped in celo. F 


phane, were 
displayed in one 
window _ dressed 
for the holiday 
season. 











Good display ideas were used ti 
make these windows eye-stoppers. & 
A wire framework above the wil: 
dows supported the loops of tin}” 
sel, ornaments and colored lights. 
Window cards suggested electric 
gifts for the holidays and the 
home “for a Merry Christma 
every day of the year.” 

“We have a big repair shop fo! 
the servicing of refrigerators ani 
other electric appliances, ani” 
called attention to this in ou! 
holiday ad featuring electric a) 
pliances,” said Mr. Hayes. “Weh) 
caught the attention of fzrmer 
by announcing that we are pre 
pared to service and repzir al! F 
kinds of farm machinery.” 

(Did you see American Lum) 
berman’s special articles \ 
Christmas merchandising, <ispla!) 
and advertising in the October y 
issue?) 3 
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lay Dept. 7733-A 7740 South Chicago Avenue 
, - Gi \\ 7" , Chicago 19, Illinois 
. ’ 1000 Tools for more than 1,000,000 Jobs 
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UP TO 12 FEET LONG! 
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DURABLE! 
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FEATURES 


to boost your Superlite sales 


* 12 colors (including 
black and white) and 3 
designs for your cus- 
tomers to choose from. 


* Durable, baked-on 
plastic enamel finish, 
over 2 base coats, for 
extra lustre and extra 
resistance to wear. 


%* Rounded-edge score 
lines to make cleaning 
easier and to give mor- 
tarline shadow effect. 














SUPERLITE PREFINISHED WALLPANELS are %” thick, available in sheet sizes 4 ft. 
wide, and from 4 ft. up to 12 ft. long. Finished four ways: solid colors, tile design 
(4” x 4” square), Leveline (horizontal lines on 8” centers) and in Leatherwood 
(a grained leather effect), in four colors and in one sheet size: 4 ft. x 8 ft. 
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PLAIN THLE EFFECT LEVELINE LEATHER WOOD 


DELUXE 














PREFINISHED 
WALLPANELS 


Manufactured by 


SUPERIOR WALL PRODUCTS CO. 
4401 N. American St., Philadelphia 40, Pa. 


“for nearly two decades” 
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Customers Notice 
This Dealer's Sign 


Harold Snyder, owner of North 
City Building Supplies, Seattie, 
Wash., has erected a unique elec- 
tric sign on the front of his show- 
room. The sign is painted to re- 
semble the side and end grain of 
a piece of lumber. The firm’s name, 
painted over the simulated grain, 
is accented by neon tubing. Colored 
lights along the bottom of the sign 
blink on and off. 

The sign cost $350. Although 
kept turned on 24 hours a day, it 
burns only $1.20 worth of electric- 
ity each month, an economical in- 
vestment for advertising value re- 
celved. 















HARDBOARD 






















Designs Rat Bait Holder 


The Holstein Lumber Co., ‘Iol- 
stein, Iowa, has developed a rat- 
bait holder which is selling in vol- F 
ume to farmer customers at $2.50 F 
each, according to Darrell La'sel, [7 
manager. Poisoned bait is a ces 
sible only to the rodents, who cntel 
and leave the self-feeder through 
2” holes at floor level. Used i: the 
construction are ends and bottom 
of 1” x 6” lumber; front, back and 
slanting partition, %” temper 

hardboard. Dimensions of the d& F 
vice are 18” wide, 16” high ard © 
deep. 
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h MALTA dealers will tell you it pays to be linked 

% with a manufacturer that is producing and supply- 

aie ing 12 months a year. A steady, dependable delivery 

‘te schedule helps stabilize dealer volume and dealer 

re profits, and cements your relations with architects, 


builders, contractors and carpenters. 

Whenever there’s something new in window and 
door frames, you can bet MALTA—and MALTa 
dealers — are in on the ground floor. 

Keep watching MALTA for important new wood 
window developments. Better still, be the first to 
profit from them. Be a MALTA dealer. 


The MALTA MANUFACTURING Co. 
MALTA, OHIO 
Member Ponderosa Pine Woodwork Ass’n. and N.W.M.A. 





a iieaigte tie 


Slat 
oils“ 


‘. oe. 
one, 
Shon 
an Atha = 


~ 
MALT-A-MATIC ~ 
wood window unit features: 


1. Easy-in, easy-out removable sash. 
2. Attractive molded casing. 





3. Toxic-treated quality woods. 

4. Fully modular construction. 

5. Takes stock storm and screen sash. 
6. Fits walls of varying thickness. 
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NAILOR’S ISLAND TYPE dis- 
play fixture has a_ horizontal 
surface and shelves on the sides 
for storing tile. The top sur- 
face will accommodate 16 tiles. 








Floor Covering Specialist 


tising. 





THE FLOOR COVERINGS depart- 
ment has a special truck lettered to 
do a selling jop on the various prod- 
ucts sold by the firm. Because Nailor 
handles fabric floor coverings an en- 
closed truck is necessary for weather 
protection. 
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Washington dealer employs four full-time 
mechanics to handle growing tile and carpet business 
stimulated by unusual displays and consistent adver- 


Ernest R. Nailor, owner of the 
Nailor Lumber Co., Port Angeles, 
Wash., has discovered that concen- 
trating on floor coverings fully in- 
stalled offers the dealer excellent 
profits if he goes into the field on 
a package-sale basis. 

Since the new-home or remodel- 
ing customer’s first stop is his 
showroom, Nailor says the dealer 
is in the No. 1 spot to sell floor 
coverings. 

Nailor Lumber’s first flooring 
installation was sold just four 
years ago. Since that time, the firm 
has expanded its merchandise and 
services to the point that four full- 
time mechanics are required to 
handle the current volume of 
linoleum and wall-to-wall carpet 
installations. Nearly one-third of 
the new display room completed 
last year, is devoted to the display 
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of roll goods and flooring tiles. 

Variety of merchandise and 
plenty of space in which to display 
it, are two of the reasons for the 
firm’s success in this field. Over 
50 patterns of roll goods are cal- 
ried on the sales floor, with all 
the major manufacturers’ lines 
represented. Though it would be 
impossible to carry all available 
patterns, other patterns can be se 
cured for the customer on or:ier bY 
the firm. 

In flooring tiles, sales hav« bee! 
stimulated by two display fixtures 


designed by Mr. Nailor. Boti: wel) 


designed so the customer could 


lay out patterns of tile of his oW!) 


selection, and determine which oné 
he liked best as seen on the sul 
face of the fixtures. 

One fixture was built with sides 
sloping inward at the base, wit 
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Kevoldtiore tia Coté Locks! 


New, Amazing 





ADAPTA-LOCK 


9-way lock ensemble 





One Case. ee Can be used i in three 


naavicniiion Meets 95% of the demand for 
Bh Hon Cabinet and Drawer locks 


EASILY ADAPTABLE TO: 
</ 54 major applications. 
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Cas —N ° 215 : 
f ” ” V Left or Right Hand Cabinet Doors 
ane Pot. opplied for V Drawers. %” DROP for Drawer use is easily changed 
to 1” BACKSET for Left or Right Hand Cabinet doors . + 
simply by releasing a slide and rotating cylinder! 
Three Interchangeable 
is 
239% A STOCK OF ONE CASE AND THREE 
C, i nders easily adjustable to INTERCHANGEABLE CYLINDERS 


ONDITIONS: 
varying thicknesses of wood CAN MEET ANY ONE OF THESE CONDITIONS 
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Will These New Products 


Help or Hurt You? 


It all depends on whether you—or some other 
retailer—acts as distributor at the consumer level. 


A line yard manager, who worked in the 
DPA in Washington, takes you behind the scenes of 
new developments in building materials. 





By JOHN H. MARTIN 


President, United Lumber Yards, Modesto, 
Calif. 


For three months this year I 
was on leave from my regular job 
of running some retail lumber 
yards in California to serve a stint 
in. Washington with the Defense 
Production Administration. My 
grandiose title was Deputy Ad- 
ministrator in charge of Construc- 
tion and Resources Expansion. 

The first half of the title— 
Construction—is interesting and, 
as government jobs go, relatively 
understandable. Its objective has 
been to coordinate the construc- 
tion activity in the several sub- 
sidiary agencies of DPA—princi- 
pally NPA. The results of this 
activity are readily apparent in 
the several orders of the National 
Production Authority. This is not 
what I would like to write about, 
however. 

The second half of the imposing 
title — Resources Expansion — is 
the subject of these comments. As 
a retail lumberman, I think that 
the developments which have been 
going on in this area are of great 
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importance to our business and 
yet they have had a minimum of 
attention in the press and trade 
magazines. I say they are im- 
portant to our business; they are 
important to all businesses, but 
I am afraid we have felt even a 
little further removed from the 
developments than have many 
types of manufacturing activities. 

Resources Expansion is the 
name given to the office which 
approves the accelerated’ tax 
amortization. As you know, in 
World War II a provision was 
enacted by the Congress which 
provided that for tax purposes a 
plant could be amortized in five 
years instead of the customary 
longer period when built primarily 
for war production. During 
World War II most of the facili- 
ties were direct munitions plants 
producing items such as tanks and 
airplanes. j 

Soon after Korea the Congress 
reenacted the same law with a few 
changes—the most important of 
which was approval by the Con- 
gress of the authority to bring 
about the expansion of basic re- 
sources, as well as plants for 
direct military: production. The 
result has been the greatest ex- 
pansion of industrial resources 
in the history of the world. 

Many of you may be familiar 
with the large total figures of this 
activity. DPA has received ap- 
plications for 30 billion dollars of 
expansion of which some $20 bil- 
lion has been approved; $4 billion 
denied and about $6 billion pend- 
ing. You have also undoubtedly 
read about the 20 million ingot 
expansion of the steel industry 
resulting from this system. An 
expansion, incidentally, which is 
greater than the total steel ca- 
pacity of any other single country 
in the world except Russia and 
about two-thirds of the Russian 
capacity. 

Most of this, however, is only of 
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GET ABOARD and get your share 
of these easy Handy Panel 
“impulse” sales. Your customers 
serve themselves, sell themselves ! 
Place Handy Panels in your display 
room or move them outside to 
catch sidewalk traffic. Customer- 
stopping display holds over 800 
feet of plywood, takes only 10 
square feet of floor area. Colorful 
factory-applied labels give type and 


grade, have room for you to write 
in your per-panel selling price. 


One out of every ten lumber dealers 
now features Plywood 
Handy Panels — over 







in use. Dealers re- 
port Handy Panels 
have boosted plywood 
over-the-counter sales by 
up to one-third and more! 


See your regular plywood suppliers 
for full details about this new 
“supermarket”’ selling program. 
Or write Douglas Fir Plywood 
Association, Tacoma, Washington. 


2,800 display racks | 
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Handy Panels are top-quality Douglas fir plywood produced in 
strict accord with Commercial Standard CS45-48. Made in both 
Exterior-type (EXT-DFPA) with waterproof glue and Interior- 
type. Panel sizes 2x4-feet and smaller. Handy Panel selling aids 
include window banners, plans, folders, ad mats. See your plywood 


supplier or write Douglas Fir Plywood Association, Tacoma, Wash. 
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academic interest to those of us 
who operate small retail business- 
es. However, as a disciple of the 
Art Hood School that we are 
building material merchants rath- 
er than lumbermen, I feel that 
these expansions will have a direct 
bearing on our business before 
many years have passed. In fact, 
to discount its effect may leave 
us, as an industry, behind the 
parade. 

Obviously, what I am referring 
to is the fact that the increase in 
basic capacities is going to be 
translated into specific products 
which must be sold. Some of 
those products are going to be in 
the building material field. If we 
are really to perform the function 
of building material merchants, 
they will be sold through our type 
of establishment; if not, they will 
certainly force their way through 
other outlets—whether it will be 
chain stores or special distribu- 
tion such as the appliances 
developed. 

Expansion of products directly 
related to lumber yard business 
is, of course, obvious. In this 
category the 70% increase in ex- 
terior plywood projected in the 
next three years is outstanding; 


however, the somewhat less di- 
rectly related expansion is apt to 
be considerably more important. 
Think of aluminum, for example, 
the 1950 peak of domestic produc- 
tion was about 750,000 tons. By 
1954, it is projected that the 
capacity will be doubled, providing 
1,500,000 tons of domestic ca- 
pacity. This is all private capital 
and you may be sure that when 
the emergency is over, strenuous 
efforts will be made to develop 
uses for the new capacity and, 
furthermore, because of the press 
of large capacity it is reasonable 
to expect that prices will be at 
least relatively lower. 

Many of these new products will 
be in the building materials line. 
In addition to aluminum sash and 
roofing, it is reasonable to expect 
that improvements will be made 
in siding, trim, threshold, cabi- 
nets and many other uses which 
we do not even contemplate at 
the present time. We have all seen 
pictures of the Pittsburgh build- 
ing finished completely in alumi- 
num. 

Somewhat further removed is 
the rapidly proceeding expansion 
of plastics from 2 billion pounds 
in 1951 to 4% billion pounds by 





EASTERN OFFICE: 
30 Church St., 


NEW YORK 8, N. Y. 


Phone WOrth 4-6363 
Teletype, N. Y. 1-1098 


J. HERBERT BATE CO., INC. 


FOUNDED 1914 


WESTERN OFFICE: 
BATE LUMBER CO. 
1215 Public Service Bldg. 
PORTLAND, OREGON 


Phone, Capital 1661 
Teletype, Portland 255 





@ K. D. PONDEROSA PINE 
Yard Items—Paneling—Shop 


2x3 to 2x12—Lengths up to 18 ft. 


@ GREEN DOUGLAS FIR 
2x3 to 4x12—Lengths up to 28 ft. 


Members: 
W.P.A. S.P.1.B. W.C.L.A. 
Mill No. 22 Mill Nos. 541 and 562 Mill No. 31 
Specializing in: e 


@ K. D. FIR & LARCH DIMENSION 


@ K. D. SOUTHERN YELLOW PINE 
Yard Items—Flooring—Stepping—Boards 


TRANSIT CARS ... . MILL SHIPMENTS 
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Distributing Yards: 
BROOKLYN @ PHILADELPHIA @ NEWARK & ENGLEWOOD, N. J. @ W. PITTSTON, PA. 
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the end of 1954. This is 2,250 000 
tons or somewhat more than cur. 
rent copper consumption. The use 
of plastics in pipe, floor covering 
and paint is already common. An 
increase in such areas as insula- 
tion, wall paper and waterprc (ing 
seems fairly obvious. 

More spectacularly, we know N 
that the British have molded doors vie 
and window casings out of plas- door 
tics—at least on an experimental | |ess 








basis. Perhaps the most dramatic | 2 * 
a : a > Easil 
possible use is as an adhesive for | tools 


fastening wood in place of nails, | ready 
Boats have already been put to- 
gether in this manner as _ have 
some of the laminated beams. For 
many conditions, it is an excellent 
and not prohibitive by expense | 
method of fastening lumber to- 
gether. The enthusiasts predict 
the demise of the nail. 


Many of the expansions, such 
as the almost doubling of nitrogen 
production for fertilizer and 50% | 
increase in electric power in four- 
year period, will have tremendous 
indirect effects on some segments 
of the population and on their} 
ability or willingness to patronize |- 
us. The projected 400,000  in- 
crease in freight cars will be a 
welcome direct addition to many a 
car shortage victim. q 


However, my principal point of 
emphasis is the new products 
which are almost certain to result 
from the vast increase in basic ma- . 
terials and the fact that they will | 
be sold. F: 


I took a walk through one f 
our yards just to see what items |~ 
might be coming out in plastic |” oA 
or aluminum that building ma 
terials merchants might stock. It 
would seem to me that practically 
every product in the yard could 
be made of one or the other ma-|— 
terial except the bulky sack items| = * 
such as cement and plaster It’s} | 
difficult, of course, to imagine 
practical substitutions for dimen} ” 
sion lumber. Obviously, the big 
question is the relative cost and 
I have no way of forecasting that. 



































My principal point is not 8? 
much the completely new produtt 
which nobody has heard bout, 
but the fact that the relative 
availability of the new raw mr 
terial will force more aggressivé 
selling of the items which are n0¥ 
only occasionally made of alum 
num or plastic. 


Specifically, I would say as 4 
quick reaction, at least all of i. 
following items could be made 9 


continued on page 1 


















leading WEATHER STRIPS! 


FOR DOORS ee 


Numetal Weather Strip comes in eS 2 . = 
T'S hand; sets for almost all standard F 3 ; 

as- doors. Available with regular stain- 
tal less s:eel and felt door bottom strip, 
; or with threshold and exposed hook. 
tie Easily installed —no special skill or 
for tools needed. Comes complete. All 
ils. ready to install. 
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vould | | Show customers how it works, and this automatic \\ — 

cout!) door bottom sells itself. It's the perfect answer for \\ << 

> ma| 7 all drarty doors — inside or outside! Completely 

items | § — te old problem of clearing rug or carpet every snugly when 
It’s} “Me. door opens. Nu-GARD is beautifully designed automaticelly door closes 

agine with smart, silvery-satin finish and easily installed. when door Sa orrckcc sane felt 

ag Will not rust or tarnish. Furnished in 28”, 32”, 36”, Felt'bottom 9 (]§ Wek UG == Macaig Samy 
en: 42 an: 4g” ! th M b . ‘elt om Ug: 

ime! é _lengths. May be shortened approximately raises to clear seal out drafts, 

e bigh 2 Packed in individual cartons. carpets and rugs. noises, odors. 
and 

aa MNimetal 

a DOOR BOTTOM STRIP 

ot SsORy - ? , - ‘ 

duct : Here's a fast-selling weatherproof item that is tops 

° ;' % in the field! Made of thick, wool felt and heavy 

rbout gauge stainless steel. Furnished in standard lengths 

lative — 28”, 30”, 32”, 36”, 42” and 48” — packed 
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Y, dozen same length to carton. Also furnished in 
special lengths. 
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-.. says a typical 
glass block dealer 


“When our customers ask us what to 
do about old-fashioned basement sash 
that need replacing or windows that con- 
tinually seem to be broken, we always 
recommend a panel of Insulux Glass 
Block®. 


“It's easy to see why. Glass block 
makes a sound, weathertight, insulating 
panel that’s extremely hard to break. 
We know it can’t rust nor rot and never 
needs painting. And, glass block lets in 
all the light yet blocks out sight.”’ 


Figure it out for yourself: Compare the 
cost of sash, screen, plus storm window 
for cold climate and maintenance against 
that of a lifetime panel of maintenance- 
free Insulux Glass Block. 


Supplies of glass block and all of the 
accessories needed are non-critical and 
immediately available in quantity. Instal- 
lation is simple and quick . . . requires 
only ordinary mason’s tools. - 


Want more information about Insu- 
lux Glass Block? Just write: Insulux 
Glass Block Division, Kimble Glass 
Company, Dept. AL10, Box 1035, 
Toledo 1, Ohio. 





KIMBLE GLASS 
COMPANY 


Subsidiary of Owens-Illinois Glass Company 
Toledo 1, Ohio 
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of snow per square foot. 





NEW ROOF TRUSS being tested for a load equivalént to approximately five 
Additional blocks hanging from the bottom member 





am 


feet 


represent normal occupancy load of 30 pounds per square foot. 


New Truss Is Answer 
To Builder’s Problem 


It permits small builders and contractors to 
provide space for living purposes on the upper floor of 


houses. 


The University of Illinois Small 
Homes Council has designed ‘and 
built a new roof truss especially 
for one-story-and-a-half houses. 

This new truss will provide liv- 
ing space on the second floor where, 
until now, the members of the 
truss took up most of the space. 

Now undergoing a_ concrete 
block test for rigidity and 
strength, the new truss has a 
24-foot roof span. It will provide 
a second floor room 12 feet wide 
with a ceiling height of seven- 
and-a-half feet. This living space 
can extend the length of the house 
and be divided into rooms. 

The reason for the council’s de- 
veloping this new truss, said 
James T. Lendrum; council direc- 
tor, is to eliminate the need for 
load-bearing partitions and their 
costly supporting construction. 
Trusses have been a_ popular 
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means of roof construction in one- 
story houses in recent years for 
this very reason, plus the con- 
struction economies and flexibil- 
ity in room arrangement. 

This truss design is part of a 
study of roof construction and 
wood framing practices being 
made to find whieh methods best 
take advantage of the physical 
characteristics of lumber without 
waste in materials or labor. The 
new truss is easy to fabricate 
and erect and is economic: in 
the use of materials. It provides 
a protective overhang on_ both 
sides of the house and the roof 
pitch is held to 8/12. Its cesigt 
will be submitted to Joseph H 
Orendorff, director of the HHFA 
Division of the Housing Research 

If approved, the details of the 
new roof truss will be made avail 
able in 1953. 
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NO8TH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY KILN-DRIED FROM THE NATION’S FINEST STANDS 
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AVAILABLE ONLY FROM PACK RIVER SALES COMPANY . . . NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM THE NATION’S FINEST STANDS . . . AVAILABLE ONLY FROM PACK RIVER SALES COMPANY 
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KILN-DRIED FROM T NORTH N N SPRUCE RIVER SALES COMPANY 
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AVAILABLE ONLY FRG 5. . _ not just partially PRUCE . . . SCIENTIFICALLY 
° rujGS «-°* 
KILN-DRIED FROM T is NOT just SP : RIVER SALES COMPANY 


NORTH IDAHO ENG It is a superto ATION’S FINEST STANDS 


AVAILABLE ONLY FRO RUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM THE IVER SALES COMPANY 
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AVAILASLE ONLY FROM PA . . . SCIENTIFICALLY 
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A.L. Profit Building Idea Catches on.... 


NEW “DO IT YOURSELF’? CAMPAIGN 
YOUR FINEST SALES TOOL! 


“This is just what we’ve needed,” 
said one excited dealer who was 
shown A.L.’s new sales promotion 


kit that has as its slogan “Do It 
Yourself—Save on 1,001 Home 


Jobs.” He was impressed by the 
completeness of the kit that con- 





ee + 


Save 
on JOOl 
home jobs 





Stickers 

Every sales promotion kit includes 
309, two-color stickers for use on 
direct mail, envelopes, literature, 
ete. Additional stickers are avail- 
able at low cost. 


complete selection of materials... 





Banner 


56 


tains mailing stickers, window and 
store signs, truck signs, consumer 
folders, ad mat proofs, spot radio 
and TV announcements, publicity 
releases, public relations sugges- 
tions. And he especially approved 
of the instruction folder that ac- 
companied the kit and fully ex- 
plained how to use every item 
provided. 

Reproductions of just a few of 
the items in the kit are presented 
on these pages. The material you 
will receive will actually be in 
three attractive colors instead of 
the black and white shown here. 

Here as a few more comments 
from leading dealers: 

“At last we’ve got a sound sales 
program for creating more ‘Do 
It Yourself’ business.” 

“I’m buying the kit because it’s 
a really complete sales plan that’s 
ready for immediate use.” 

“You’ve really got something! 
Now we can go after the handyman 


business with good-looking, worth- 
while sales helps.” 

“Your new campaign is the 
answer to our prayers for a new 
approach to the “Do It Yourse!f” 
trade. It should prove very he!p- 
ful.” 

“This is a practical sales pro- 
gram that’s been long over-due. 
Everything in the kit will be use- 
ful to us.” 

“With new home sales dropping 
we’ve been looking for a plan like 
this aimed at the “Do It Yourself” 
trade. The new kit seems to have 
everything.” 


American Lumberman feels that | 
will | 


thousands of other dealers 
share the opinions of the retailers 
quoted above when they buy a kit 
and actually put it to work. It’s 
the first completely planned pro- 
gram that recognizes the signi- 
eant “Do If Yourself” Trend and 
offers the dealer the necessary sales 


continued on page 101 
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The window banner is 19 x 37”, in three colors. One banner 
is in each kit and additional ones may be ordered for 50c each. 
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Consumer Folder This 8 page 
two-color folder has been especially 
| prepared for this campaign. Each 
kit contains 100 folders and addi- 
' tional quantities may be ordered 


from the price list below. 


Poster The 21 x 34” poster for 
outdoor use is in three colors. One 
is included in each kit and addi- 
tional posters may be ordered for 
$1.00 each. Space is provided for 
local imprinting of name, address 
and phone number. 





Streamer Two, 10 x 20” stream- 
ers are included in each kit. In 
three colors the streamers are effec- 
tive on windows, doors, ete. Addi- 
tional streamers are only 10c each. 
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Order your "Do-It-Yourself" Kit now — $7.00 complete 


One 
mats 
manua 


complete kit, not including newspaper advertising 

$7.00, postage paid. This kit contains the sales 
300 stickers, 100 consumer folders, display mate- 
rials, publicity stories, ad mat sheet, direct mail letters, 
radio and TV spot announcements and complete how-to- 
use su: gestions. 


The following listing gives you a description of each 
) | Piece in the kit, the amount received with each kit, and 
prices for additional quantities. Send your check or money 


y 
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order directly to American Lumberman, 139 N. Clark 
Street, Chicago 2, Illinois, with your order. 


Consumer folder: 100 copies of this eight page folder 


for us» as a mailing enclosure, handout, etc., in each kit. 
Price per additional 100.......... $ 1.50 
‘rice per additional 500.......... $ 6.25 
Price per additional 1,000.......... $10.00 


Lots of 1,000 or more folders can be imprinted with 
name, address, and phone number—three lines—for $3.00 
additional per 1,000. 
Dir ct Mail: Three suggested letters are included in 
each <it (no charge). 
Ra: io and TV: Twelve spot announcements are in 
each kit (no charge). 
Publicity stories: 
kit ‘no charge). 
Dealer Manual: 
kit (no charge). 
,imerican Lumberman Reprint: A recent “case history” 
os a dealer who conducted an outstanding do-it-yourself 
prot ‘oon is in each kit (no charge). 
Newspaper ad mats: Mats are not included in original 


Six releases are included in each 


One dealer manual comes with each 


_ They must be ordered separately. Proofs of avail- 
able mats are supplied with each kit. 
ihe price per mat is: 
Mat #1—4 columns x 13%”........... *“15e 
Mat #2—2 columns x 10”.............. 35c 
Mat #8—2 columns x 8%4”............0. 30c 
Mat #4—2 columns x 8%”...........02. 30c 
Mat #5—1 column x 10”........cccccccee 25c 
Mat #6—1 column x 10”...........eceeee 25c 


yc impaign slogan: “Save on 1,001 Home Jobs—Do It 
ourself,” 

ee ae a a he 10c 

Be Ome BS BG oévcccccscs 15c 


Se 


Campaign sticker: 300 two-color gummed stickers are 
in each kit. 


For additional stickers 100.......... 25c 
ee 75e 
Bcc ccineaure $1.25 


Banner: One 19 x 37”, three-color banner for store and 
window use is in each kit. 
Price for additional banners.......... 50c each 
Poster: One 21 x 34”, three-color poster comes in each 
kit. For outdoor use on trucks, ete. Has space for local 
imprinting of firm name, address and phone number. 
Price for additional posters.......... $1.00 each 
Streamer: Two 10 x 20” three-color streamers for 


general showroom use are in each kit. 
Price for additional streamers.......... 10c¢ each 





Please Print or Type Your Order 
To: 


AMERICAN LUMBERMAN, 
139 N. Clark St., Chicago 2, Ill. 


Send me AL "Do-It-Yourself" merchandising kit(s) 
at $ per kit. Attached find $ 

in check or money order. Also please send me the following 
items in additional quantities as noted, cost of which is 
included in my remittance. 
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1OWA’S OUTSTANDING young businessman for 1951, Oliver Greenley takes 
time out for a game of chess with his sons. He knows that incentives are 
important in life, not only to children but to employes as well. / 


Grade ‘“‘A’”’ Profit Plan 


Young Iowa dealer asks employes to rate 
themselves for profit sharing, finds plan offers strong 
incentive. 





If you had $1. 00 to divide among your 24 co-workers, how many cents would you ‘give 
each? 


I am going to ask you to rate your co-workers as to what percent of the total Bonus 
you would give each one. 


I think you should not consider the profit angle that the different departments make. 
Consider how they cooperate when asked to give a hand, or how they take care of 
equipment. What effort do they put forth in order to get the job done? Do they 
treat the customer fair and squarely? 


These ideas will help me a great deal and will be kept confidential. 


___ Russell Greenley ___Rudy Meyers 
Joe Prenesil ____Mary Hanna 

___ Bernard Black Robert Fuller 

____ Clyde Whalen ___Harry Summers 
Charles Champlin ____ John McInteer 











RATING SHEET, a section of which is shown above, is passed out to employes, 
who are asked to rate each other on a percentage basis. Greenley takes results 
and averages them. 





This is the second in a series 
of articles about profit-sharing 
plans which have been installed 
by progressive building mate- 
rials dealers. A third article in 
this series will appear in an 
early issue of American Lum- 
berman. 


Employe turnover is an insig- 
nificant problem with Oliver M. 
Greenley, young  Independeice, 
iowa dealer. He believes in a 
profit-sharing plan for everybody 
on his payroll, and he has a sys- 
tem that is both fair and simple. 
He lets his employes rate then- 
selves—in much the same way | 
that the player’s All-America foot- | 
ball team is selected. f 

It wasn’t until the second year [> 
after Greenley started his bonus 
plan that he hit upon his self- | 
rating system. “It’s a_ system 
that really works,” he declares. 
“It keeps the men on their toes. 
A man who sees another worker 
needing help will stop and give | 
him assistance. He isn’t forget- || 
ting that if he fails to stop, that | 
man may pencil a zero after his 
name when the sheets are passed 
out for ratings in December.” 

One secret to a good bonus plan, © 
Greenley believes, is a rating sys- 
tem not confined just to key per- 
sonnel (a practice common among 
many dealers), but open to every- © 
body. This avoids resentment, | 
friction, and general suspicion. | 
It actually improves, instead of 
being detrimental to, employe © 
management relations. . 

Greenley has 24 employes, in 
addition to himself. Last year he 
had $15,545.20 to divide among © 
them. To get the answer to this f 
problem he drew up rating sheets 
and handed them to each employe 
In December he collected tht | 
sheets, knowing they would giv¢|” 
him a pretty fair index of a man’s 
value to the organization. 

“We use the rating sheets 4 
guides only,” Greenley emph:sizes. 
“We take the average of ail the 
sheets, multiply it by the salary, J 
and arrive at a figure that 3 f 
usually pretty reliable. Of coursé | 
we make adjustments according t 
an employe’s length of service-/ 
but then so do our men whel| 
filling out their rating charts. | 

“Last year one of our men welt INOW- 
in the service, but he shared in the Bombin, 
bonus in proportion to the amount Husgedn 
of salary he had drawn.” Brawhe. 

In addition to a profit-sharil! Where , 
plan, Greenley offers each employ? 
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ot THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


(CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 





















The Great NEW Model BD-10 
BRADLEY ELECTRONIC 


MOISTURE METER 


Standard of the Industry 





It Tests: WOOD, PLASTER, 
BRICK, STUCCO, CONCRETE, 
ASBESTOS SHINGLES 





— 3 * x OR 
{ we 
3 © sans 
Me \\ =" \6 -ees Cage PRICE $56.50 i2' 
_ é ‘ . We eet AN . e New York 
alary, : \ ane? oe Sans es. 
4 ' aeor> a > = —= 

























at i ORDER TODAY 
purse, 
ng to) L. R. BRADLEY & CO. 
ice— Size Is Only Dept. 23, 25 W. 45th Street, New York 36, N. Y. 
whet 334" x 6” x 834” 

Weight 41/2 Ibs. 
ts. 
_ welll OW— the very last word in Moisture Meters! Model BD-10 operational experience. Hundreds of pieces can be tested in a 
n the Mombines all the desirable features: Great accuracy . . staunch matter of minutes. 
mount §FUseedness . . compactness of design . . simplicity of operation. ‘ 

m © new Bradley Electronic Moisture Meter eliminates the The price of $56.50 includes everything — shoulder sling, self- 
sarin Pewbacks of other instruments of less advanced engineering. carrying case, batteries and even spare electrode needles. No 
wee fre are no galvanometer dials with unstable needles. There ‘extras’ to buy, and every meter is GUARANTEED for one 
ploy’ re no tables of figures to consult and interpret. Exact mois- year against operational difficulties from any structural defect. 
age 100 GC percentages are quickly ascertained without previous Mail or wire your order today. 
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Becomes “Drive - In”’ 


Dealer’s outdoor department featuring bam- 
boo stops motorists in Seattle. 


There’s a lot of difference be- 
tween a “drive-in” and a “drive- 
past” location. When Andrew J. 
Clovich established his State Lum- 
ber Co. in Seattle, Wash., in May 
of last year, he placed his yard in 
what had always been a “drive- 


60 


past” building site. 

Located on a major arterial in 
a predominantly industrial district, 
there was plenty of automotive traf- 
fic past the lot selected for the new 
lumber business. But since there 
were no other retail businesses 


Hl: 
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GARDEN SUPPLIES and bamboo are featured at new State Lumber Co. 
in Seattle. 


UNUSUAL DISPLAY COUNTER is faced with split bamboo canes. 
Andy Clovich is the man behind the counter. 
shown in outdoor display at right, which also includes nursery stock. 
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Practical uses for bamboo alé 
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nine cathe 


nearby, drivers were not in th 
habit of stopping, particularly du! 
ing the homegoing traffic rush. 

What was needed, Clovich 4 
cided, were some live, atientio 
getting outdoor displays plac 
where they would be seen at ti 
very front of the lot. The di 
plays or merchandise had to be suf 
ficiently unusual to arouse buy!l® 
interest. 

The small fenced-in displiy y@" 
which he and his employes bu) 
just back of the sidewalk, ™) 
those specifications and has bey 
responsible for a substantial pare 
of State Lumber Company's Si"); 
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1* light construction and housing 
again and again it’s LOCKWOOD 


Here’s one voting record that’s clear-cut: more and more 
of your builders’ hardware customers prefer LOCKWOOD 
locksets. The reasons are as plain as the record: for de- 


sign, quality materials and dependable performance _ 
LOCKWOOD is the best buy. 


f pt A LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Fitchburg, Mass. 
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SIX SALES of outdoor grills resulted from this display in the first. six months. 


cess. The yard serves as combina- 
tion display unit for the firm’s un- 
usually complete assortment of 
bamboo poles, nursery stock, bed- 
ding plants and for outdoor grill 
materials. 

The possibilities of bamboo as 
an unusual lumber yard material 
were scouted. 

Clovich decided to stock bamboo 
for the purpose of offering ‘“some- 
thing different.” Within a year, 
he had sold approximately four 
shipments, each shipment contain- 


ing 40,000 linear feet of cane. 
The bamboo is shipped from 
Japan, It arrives in 8 foot lengths, 
diameters *4 to 5 inches. Clovich 
sells in any length from 8 feet 
down which the customer specifies. 
The most popular length, especially 
for fences, is 4 feet, usually split 
in half. The canes are priced by 
the linear foot, with a price scale 
that is graduated upward for the 
larger diameters. The 5 inch di- 
ameter cane, the most expensive, 
costs 52c per foot, but the price 





on smaller sizes corresponds rougi- 
ly to other materials used for 
similar purposes.: Used as an in- 
terior wall finish, for example, the 
cost is about 25c per square foot. 
The dealer’s margin is about one- 
third. 

Bamboo can be used for fenc- 
ing material in the yard, furniture 
and wall finish. The usual method 
for joining is by copper nails. 
Because of its hard natural enamel, 
the usual method for finishing is 
simply application of a coat of 
wax. 

Clovich’s principal medium of 
advertising is outdoor display. The 
small display yard is fenced in with 
split halves of bamboo. A table in 
the office is made with bamboo and 
the front of the counter is faced 
with small diameter half-canes, An 
advertisement is carried in the 
classified section of the telephone 
directory. 

Nursery stock and bedding plants 
are displayed inside the bamboo 
fence. Fertilizers, seeds, and other 
garden supplies are carried in the 
small building adjoining the office, 
with reserve stocks in the ware- 
house. 

continued on page 101 
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1. Paul, Minnesote 
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Legends do not grow on looks alone . 

though men said that Paul was er it was 
mainly his strength .. . his toughness and 
durability that they admired. These same factors, 
joined with exceptional ease of installation, 
make Robbins Northern Hard Maple strip flooring 
a present day favorite with builders everywhere. 





Robbins ‘Preferred"’ Strip Flooring 

A complete line of fine hardwood flooring for 
nailing . . . economical and quick to install. 
Robbins nail groove eliminates setting nails, 
increases laying speed. Robbins beveled bottom 
edges prevent paper pinching, protect hands. 
Robbins special narrow channel back puts three 
bearing surfaces on sub-floors or sleepers. There’s 
ample reason for the preference builders give to 
Robbins Northern Hard Maple strip flooring. 


Uniform Quality, Handsome Appearance 

Suilders depend on Robbins Northern Hard Maple 
trip flooring where strength and ability to retain 

‘loor beauty under heavy traffic is essential. 

“or smart appearance, ease of maintenance, 
jurability and installation economy, this 

“Paul Bunyan” of strip flooring has no equal. 





‘fembers Maple Flooring Manufacturers’ Association 


ROBBINS FLOORING COMPANY. 


Reed City, Michigan e Ishpeming, Michigan 
Write Dept. A, Reed City, Michigan for illustrated literature 
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and youll find 
A DIFFERENCE! 


Yes, whether you care to 
cover jambs completely, 
eliminating the need of top 
grade lumber, or whether 
you merely desire a metal 
rib strip slide... you'll 
find that Security weather- 
stripping gives . . . easier 
assembly .. . better fitting 
. easier operation... 
lower production costs. . 
and far greater customer 


appeal 


SPECIAL SHAPES FOR 
YOUR INDIVIDUAL TOUCH 


YOU CAN GET IT AT THE 
SECURITY COMPANY 


Geowrity 


385 MIDLAND AVE. DETROIT 3, MICHIGAN 
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Give to Your Community... 


When you give to your town’s united Red Feather campaign, 


you help many people. 


You aid fellow townsmen who need your help. You contribute 
to the well-being of men and women in our country’s armed 
services and you share in providing essential health and welfare 
service wherever defense efforts create special problems. 

Make your pledge generous enough to provide for both Com- 
munity Chest and United Defense Fund agencies. Give... 


++ for All Red Feather Secvices 


2.9.66. 2.2 10:0. 2:2 © 0.6.0.0. 0 0.0 0 60.6 600.0000 0 60 oe 4 








6 PANEL 


Make up to 25% MORE PROFIT 
with each UNITED Garage Door 
sale! You'll sell more UNITED doors 
because they’re quality made — 
you'll make more because you buy 
at factory prices! 


WRITE FOR FULL DETAILS 
TODAY. START GETTING 
YOUR UNITED PROFITS 
NOW! 









































ALL UNITED Doors 
are made of finest 
select kiln-dried 
Western Fir 1%” 
rails and stiles, and 
%" 3-ply AB exte- 
rior grade Douglas 
Fir panels. Nine 
sales-tested styles 
to choose from! 


Uatted PRODUCTS COMPANY 


900 N. 43rd St. Overhead Door Division 





Milwaukee 8, Wis. 






































New Outlet for Hardboard} 
The T. R. Prideaux Lumber (Co, 
Lubbock, Tex., has found a new 
outlet for quarter-inch tempered 
hardboard, of which it sold 1,632) 
square feet for the mural shown} 
above on the “Trail Drive-In” 
tower. Mrs. Glenn W. Smith, Lub- | 
bock artist, painted the 4’ x 8’ pan- 
els in her studio, and workmen 
later fastened them to the tower. 
Owner Preston Smith said the in- 

stallation cost $1,500. 
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Makes Good Friends 


The Wardwell Lumber Company, 
Bristol, R. I. has found that the|7 
two most important ingredients |7 
for building a prosperous business 7 
are—good will and good friends. 7 
The company uses these ingredi- ¥ 
ents by sponsoring a team in th @ 
Little League, a national baseball % 
organization made up of boys 8-2 7 
years of age and by helping youn 
students write compositions about 7 
their company. & 

To keep contractors abreast i 7 
new ideas and principles of built: 7 
ing, the firm subscribes to building” 
magazines for them. They also sup i 
ply building information to home 
owners and have developed tw) 
subdivisions in ideal locations. 








Old Texas Dealers 


At least three lumber concerls 
in Texas are over 80 years old 
Wm. Cameron & Co., Waco, wa 
established in 1870. Recently this 
firm offered $100 to any lumbely 
firm which had been in busines} 
longer than it had been in oper® 
tion. 

So far, two concerns have co 
lected prize money. These are the 
Wessendorff Lumber Co., Rich 
mond, founded in 1865 hy the 
grandfather of Joe A. Wesserdorf,) 
currently part owner of the fir} 
The second firm to collect the cas! 
award is the Steves Industrié 
Ine., San Antonio. This firm w& 
established in 1866 by Edwatl 
Steves, great grandfather of Al 
bert Steves, the current preside! 
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Actually 8% by 11”, 
frites with natural 
color photographs and 

sac @ illustrations that sell! 
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HOME features time- 
ly ideas to improve 
homes or to build 
new dwellings — 
how to apply the 
products you sell 
plus tips on using 
tools.. From cover to 
cover, HOME sells 
for you, 
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) sup page ad inside as 
home well as editorial 
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you. 


1952 


I am interested in the possibilities of your HOME Maintenance & 
Improvement magazine to build my sales and profits. Without obliga- 
tion, please send me a copy of “HOME” and more details about the 
“Christmas Extra” as soon as possible. 














Our Customer-Prospect list is approximately:(Please check closest figure) 
1000 soon 1,000() (5000) 10,000 [j Over 10,000 [(j 
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; "HOME" Magazine, Dept. B. 
MAIL 10: 139 N. Clark Sireete 
Chicago 2, Illinois 








AMONG THE DEALERS 
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NATIONAL OFFICERS OF NALW are, left to right: Lois Fleischauer, Wichita, 


treasurer; 
vice-president; 
Huggins, Tulsa, president. 


Juanita Magers, Tulsa, secretary; 
Nell Cochran, Oklaboma City, 


Carmen Listen, Wichita, second 
first vice president; Bernice 


Organize National Association of Lumber Women 


Women engaged in the manufac- 
turing, wholesaling and retailing 
branches of the lumber industry 
are invited to join the newly- 
organized National Association of 
Lumber Women. 

The: association is a non-profit 
organization with headquarters in 
Wichita, Kans. The three chapters 
already organized are located in 
Wichita, Tulsa and Oklahoma City. 


Juanita Magers, secretary of 
NALW, says that the basic purpose 
of the organization is to act as a 
service unit. It is not an organ- 
ization for the exchange of business 
practices. 

Women who are interested in 
forming a local chapter are in- 
vited to write to Mrs. Ida L. Heinig, 
executive secretary, 1625 Parker 
Avenue, Wichita 3, Kans. 









































New Showroom for Detroit Dealer 


Restrick Lumber Co., Detroit, 
Mich., will sign a contract this 
month for the building of the new 
store and office illustrated. The 
building will eccupy a lot 60 x 120 


68 


feet with parking for customers at 
the rear of the store. W. C. Res- 
trick, president of the firm, believes 
they will be in the new building by 
Jan, 1, 1953. 
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Have you heard? 


American Lumberman’s Master 
Merchant Henry J. Munnerlyn, 
Bennettsville, S. C., was recently 
featured in the series of person- 
ality sketches being run in thf 


local newspaper. The face-liiting F 


job completed at the Nadel Lum. 
ber & Fuel Co., Linden, N. J, 
looks mighty fine. The entire plant P 
of the Volzke & Conway Lumber > 
Co., Herried, S. D., was recently 
destroyed by fire, cause undeter-f 
mined. 


Harold Heidke, manager oi the 
Lampert Yards at Rice Lake, Wis, 
is now manager of the Osceola 
yard. Did you know that the Dia Fy 
mond Match Co. nationally-P 
known manufacturer of matches, 
is in the lumber business, too’f 
They have three yards in the Newf 
Haven, Conn., area and claim top 
sell more dollars’ worth of lumber)” 
than any other item. t 


Glen E. Wood of the Glenwoodf 
Lumber Co., Philadelphia, is 
mighty proud of his daughter} 
Gwyneed. She recently received 
her Master’s Degree from Drexel | 
Institute of Technology in Busi- 
ness Administration, the _ first 
woman to receive a master’s de 
gree from that school. She is now 
her father’s secretary. ... Forty: 
four-year-old Larry Moller, presi- 
dent, Moller & VandenBoon® 
Lumber Co., Quincy, IIl., recently 7 
won the Illinois amateur golf title 7 
which he held in 1934 and 1931.7 


A son, John McGrath Phalen 
Jr., has been born to the wife of 
John M. Phalen, president, Mc} 
Grath-Phalen Lumber Co., Polo, 
Ill. The Clapper Building Mate: 
rial Co., Myersdale, Pa., are rel 
ovating their office and display 
room. 

It’s a family affair. Sam Bellp 
Steves, head of Ed Steves ani 
Sons lumber firm, San Antonio) 
Tex., is the fifth member of his} 
family to serve as mayor of thal 


woreage 





























city. .. . Lumber dealers serve asp FRE 
mayors of 14 other Texas cities) 
Marvin C. Alson, Sweet watelip = 
Cecil Cothburn, Pecos; Alvin MP ar 
Clark, Rotan; W. S. Drake, _ W 
tin; W. B. Elliott, Thorndale: els 
John Gillette, Alpine; Ik« Hall: e 
man, Menard; Gene Klein. A™*) ‘ 
rillo; Phil McGee, Robstow!} 7 
Herbert Pike, Weslaco: Het 
Stokely, Brownsville; Her bet! 
Turner, Childress; Lamar We 
Levelland; and Joe Wolfshol, Bey 
ville. 
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manufacturers of 
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de- PITTSBURGH’S famous 
= Gold Stripe BRUSHES 
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L937. 
se | ITTSBURGH’S Red Stripe brushes Jook better 
— ’ ...are better... sell better! Red Stripe combines 
Pol hogs’ bristle with scientific Neoceta bristle . . . the bristle 
ret i designed specifically for painting. Both bristles wear at the 
en} = 
au | same rate... your customers’ assurance of smoother, neater, 
faster work! And remember — you can sell your non-pro- 
yes | fessional customers Red Stripe all-Neoceta brushes with- 
nip ante 
oes | out priorities. 
f his}® : 
that FOR THE ADDRESS of the Pittsburgh branch nearest you, 
bee FREE—the story of Neoceta write: PITTSBURGH PLATE GLass Company, Brush Div., 
rater’ —its development, its Dept.C-10, 3221 Frederick Ave., Baltimore 29, Md. 
in M. amazing characteristics. 
Aus Write to the address shown PITTSBURGH 
a elsewhere on this page for 
Am) Your free copy of this in- ad, e 
townif teresting booklet. 
Herb 
perl BRUSHES 
West BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS 
1, Bee 


PITTSBURGH PLATE GLASS COMPANY 
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Club Room Has 
Many Uses 


Civic, church and fra- 
ternal groups enjoy use of 
paneled basement in Min- 
nesota dealer’s store. 


When a basement club room 
was built to be used by all 
civic organizations within its 
new showroom office building, 
Inter-State Lumber Company, 
White Bear Lake, Minn., dis- 
covered it had found a very 
effective public relations tool. 

“The room will accommodate 
about 80 people,’ says Dur- 
ward I. Bahnemann, manager. 
“It is beautifully decorated and 
has a kitchenette. All persons 
must come through the main 
office and showroom to enter 
this room. We do not charge 
for the use of the room, and we 
also furnish one man from the 
office to be on hand to let the 
people in, and to close up. 


we _ 





co =! — 4 


WOMEN’S AUXILIARY from one of the local churches meets in basement 


club room of Inter-State’s office building. 


The club room is meeting a 
demand in the White Bear area, 
an area of about 4,500 homes, 
since such a meeting place has 
been needed for some time. It 
is used at least four times a 
week by such groups as: the 
Lions Club, County Fair Board, 
Women’s Club, Boy Scouts. 

The club room is decorated 
in a variety of materials, each 
blending with another. The 
staircase is paneled in knotty- 
cedar and the other walls are 
painted bland green and laven- 
der, while the kitchenette walls 
are both green and soft yellow 
on combed wood. The room has 


an asphalt tile floor and re- 
cessed lighting panels in the 
acoustical tiled ceiling. The 
kitchenette includes an electric 
range, double sink and cup- 
boards. It not only serves as 
an attractive club room, but 
also reminds users of the many 
building materials sold by the 
Inter-State Lumber Company. 

Inter-State also offered its 
club room to two church organ- 
izations which were forced to 
abandon their parish house to 
provide space for the primary 
grades while a new White Bear 
Lake public school is_ being 
built. 









WEST COAST 
UPLAND 
HEMLOCK 
DOUGLAS FIR 


O-A quality begins with the log - 


Every day Oregon-American sends many giant old- 
growth logs like this to the big saws in our mod- 
ern plant. There these choice saw-logs receive the 
finest manufacture possible with O-A’s complete, 
up-to-date facilities and _ scientific kiln drying. 
From log to finished lumber you can depend on 
O-A quality. Put your next requirements in old- 
growth Douglas Fir and West Coast Upland Hem- 
lock to Oregon-American. 


Straight or mixed cars to suit your needs. Try 
some of our high quality 


KILN DRIED DOUGLAS FIR 
Flooring, Dimension, Boards, etc. 300,000 feet daily. 


OREGON - AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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You’re on the right 
track with KENNATRACK 


@ At McKenna’s we specialize in only one 
thing .. . sliding door hardware. As a re- 
sult there is a KENNATRACK specially de- 
signed and engineered for every interior 
sliding door use. 


® In addition there is an amazing new 
KENNATRACK Metal sliding passage Door 
Frame. Eliminates warp. Saves time. Can 
be easily installed by anyone. 


@ On KENNATRACK, doors slide smoothly, 
quietly on not two, not four, but on EIGHT 
nylon wheels. There are other important 
features too numerous to mention. 














Here is the modern way to give every 

housewife what she wants: more accessible 
closet space. Use doors that slide on KENNATRACK 
sliding door hardware for wardrobes and closets. 
And while you are doing it you can give her something 
more that is equally desirable. Closet and passage 
doors that slide on KENNATRACK make the most of 
costly space. How? Because sliding doors on 
KENNATRACK save the space old-fashion swinging doors 
waste. They add wall space for better furniture 
arrangement and improved decoration ... provide more 
open area and less congestion in any room. 
For utility and value specify KENNATRACK. 
Write Dept. B-10 for Details. 


JAY G. McKENNA, inc. 


ELKHART, INDIANA 











SAY G. McKENNA (Canada) Ltd., 104 Jarvis St., Toronto, Canada 





ESpecializing exclusively in the Manufacture of Sliding Door Hardware 
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A dependable 
source for 


SUPERIOR 
QUALITY 


BIRCH 


kx & * 
CARLOAD SHIPMENTS OF 


BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-1, A-2, A-3, 1-1, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: 4" to 34”. Complete stock 
sizes. , 


BIRCH DOOR PANELS 
Grades available: A-3, 1-3, 2-3, 
3-3, in 4%” and 3%”. All panels are 
3-ply. 

All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 


Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100". Backs, Cross 
Banding and No. 1 Sheet Stock. 


L.C.L. or CAR 
SHIPMENTS 


now available from our new 


DETROIT WAREHOUSE 
including 
DOOR PANELS 


birch and gum \% and %. 


STOCK PANELS 


birch and gum, all sizes 
SHEATHING 
fir and gum, all sizes 
Specify your Requirements 











x * * 


W.R.BRAUND 
Company 


Room 214 Wabeek Building 
276 West Maple Avenue 
Birmingham, Michigan 


Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 

Detroit Warehouse— 
Tel. TY 4-4095 
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"First in Paid 
Dealer Circulation" 


Sometimes on our 






Pl Te cover you'll see the 
Z “, lines — “largest in 

paid dealer circula- 
4 tion” or “largest in 


average paid circu- 
lation.’”” Both state- 
ments indicate the continued lead- 
ership of American Lumberman in 
the lumber and building products 
field. 

We can make these statements 
because we are a member of the 
Audit Bureau of Circulations, an 
outside authority which verifies our 
circulation coverage. The ABC 
prescribes the type of circulation 
records we keep and these records 
are regularly subjected to rigid in- 
spection by their trained auditors. 
These records show not only how 
much paid circulation we have, but 
the price at which it is sold, how it 
is sold, how long it is sold for, how 
many subscribers renew their sub- 
scription, ete. , 

You as a reader benefit because 
the ABC’s standardization of cir- 
culation techniques is the behind- 
the-scenes force that helps make 
editorial quality. The ABC audit 
of circulation shows us when we 
cease to serve you effectively; it 
keeps us constantly on our editorial 
toes. 


x 
Curnat 


American  Lum- 

berman is also a 

member of The As- 

sociated Business 

Papers and adheres 

to their code of 

ethics and standards 

of practices. The basic objective 
of ABP is to increase the useful- 
ness of business papers both to the 
subscriber and the advertiser. The 
ABP’s code of ethics contains the 
ideals toward which every good 
business paper constantly strives. 
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ACOUSTICAL TILE NAILS | 


— designed for the job 

































When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 

...@ collar which holds the tiles firmly in | 
place...annular threading which gives sv- bs 
perior holding power. The nails are fur- ; 
nished with a plated finish to prevent rust 
streaks where moisture is present. Send 
for free samples and descriptive literature. | 


JOHN HASSALL, IN 


156 Clay Stree 
Brooklyn 22, N.Y. ; 
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( Here's the one tht\ 
WON'T SHRINK 
This modern plastic in| 
powder form makes 
lasting repairs in tit, 4 
wood or plaster Pas\ 
dealers a bigger profi. e 
SELLS BETTER becaust 
it WORKS BETTER, 








STICKS AND STAYS pufy 
a 









Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this . 
nature. Use it yourself, and you'll quickly f 
see why it sells so fast, and repeats so regu 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw 
chisel it, paint or polish it to a velvet smoo 
finish. Easy to use. Keeps indefinitely. 5° 
economical. Just mix with water 4% 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis 
play. Available in 25, 50, 100-Ib. drums for 
ndustrial users. Order from your jobber. 
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The PLASTIC Repair Materi@ 
in POWDER Form 
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Prices Unchanged 
> at Seattle 


Lumber buyers are placing or- 
ders cautiously. As several in- 
formants put it “there is no big 
thing such as strikes to keep 
demand big at this time and no 
pattern to the market. Green fir 
dimension tends to soften. Trans- 
its being put out by wholesalers 
ure fewer and fewer are dumped. 
Mixed car prices. are little 
* | changed. Green mills are looking 
= | {or orders as dry stocks diminish 
and prices between mills some- 








a times varies $10 to $12. Straight 
as cars of green dimension move at 
be $2 to $5 less than mixed cars. 
tiles Some bargains can be found in 
y in straight cars, especially hemlock 
5 su: uppers items such as 1x4 flooring. 


© Cutting is soft. 


Prices are the same or but little 
ture. F changed during the fortnight. Fir 
and hemlock are virtually the 

INC same. Shingles are the same ex- 
‘> cept for No. 1 Royals which are 
25 cents weaker. The shingle mar- 
» get is sluggish and has no sign 
> of strength through holding. Both 
> lumber and shingle men are ex- 
 pecting more competition from 
athe Canada. The H. R. MeMillan 
RINK Company, fourth largest producer 
tc in Canada, has dropped the rate 
pote >4.00.0n lumber consigned to the 
in ti) ) “tlantic Coast north of Cape Hat- 
Pgs} 4 teras and it is likely U. S. forest 








rproft} 4 products and charter rates will 
becat} =) =e forced down. 
TIER | 


Pines are about the same in 
Y/~\ ~price and demand. There is no 
| dry spruce available except odd 
cars and no more dry lumber will 
be available for 60 days. Cedar 
siding mills have good order files 
and prices continue firm. Several 
items are scarce. 











Dry Spell Cuts Log 
Output at Tacoma 












Shrink Protracted dry weather with 
koHard accompanying low humidity has 
a seriously curtailed log production 
moot! fae throughout western Washington 
ely. . : and relief is not yet in sight. Pa- 
or sik cific, Cowlitz, Clark, Skamania and 
one western Lewis counties have been 





ordered to suspend logging until 
the situation becomes less critical. 
Some six weeks have elapsed since 
there has been any appreciable 
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International Harvester photo 


THIS RECORD LOG CARGO of 23,000 board feet of redwood logs was hauled 
recently over the Masonite Corporation’s picturesque private logging road, west 
of Ukiah, Cal. The huge truck and logging trailer shouldered a payload of 


115 tons. 


rainfall in these areas and the 
forests are tinder dry in conse- 
quence. Log supplies appear to 
be adequate for immediate needs, 
but a prolonged extension of the 
shutdown will seriously affect 
winter mill operations. 


This week saw a resumption of 
railroad tie shipments from here 
to the United Kingdom, once an 
important commodity from this 
section. More than 5,000 ties, 
187,000 feet on a lumber measure- 
ment basis, were shipped from 
here by Export Pacific on the 
British freighter Cape Grafton. 
They were assembled here from 
small mills throughout southwest 
Washington. 

Approximately 1,250,000 board 
feet of mixed timber in the Olym- 
pic National Forest will be sold 






at auction October 28 by the U. S. 
Forest Service. The timber in- 
cludes about 410,000 feet of western 
hemlock, 815,000 feet of Pacific sil- 
ver fir and 25,000 feet of western 
red cedar. 


McCorkle Brothers Logging Co., 
of Menlo, this week announced 
purchase of a half interest in 
185,000,000 feet of timber in the 
Fraser river country of British 
Columbia. Alfred McCorkle said 
the purchase, consisting of a half 
interest in Monarch Timber Ex- 
porters, Ltd., was arranged for a 
price of about $65,000. He said 
that preliminary work on it would 
start either late next year or early 
in 1954, but that his company 
would continue to log near Ray- 
mond, Wash., as long as timber is 
available there. 


73 





Market Firm 
at Kansas City 


The Southwestern lumber mar- 
ket continued to exhibit strength, 
with prices holding firm in most 
key items at or near the established 
ceilings. Lack of any surplus in- 
ventory and the fact that buying 
has been for immediate consump- 
tion has put a firm footing under 
the market. 

The bulk of the buying is for 
delivery “yesterday” according to 
mills. Retailers demand prompt 


shipment, and many orders are 
being routed direct to the job in- 
stead of being unloaded at the 
yards. 

Mills report a shortage of No. 
1 and No. 2 common boards, both 
in 6 and 8-inch, air-dryed and 
kiln-dryed. The backlog of orders 
at mills in the district is the heavi- 
est of the year and it is continuing 
to grow. Production has not kept 
pace with shipments or orders. 

A report by the Federal Reserve 
bank of Kansas City showed that 
wholesalers’ inventories at the 





Trade-mark of | 


PRECISION | 


HARCO BRAND OAK FLOORING 


— every foot of it — carries the 
trade-mark of the Hardwood Cor- 
poration of America. Stamped into 
the underside of each piece, it is 
your guarantee of precision manu- 
facture. 


HARCO oak flooring starts with 
choice timber from the famous 
Appalachian hardwood region. It is 
produced in one of America’s most 
modern flooring mills by skilled 
craftsmen, working with the finest 


machinery and equipment available. 
It is NOFMA grade-marked. 


When you buy HARCO oak floor- 
ing, you get a precision product... 
satin smooth surfaces and perfect 
matching . . . uniform in texture, in 
color and in grades. 


Here’s the new, 

modern way to buy 

PALLETIZED oak flooring. Thrifty! 

FLOORING HARCO Palletized 

ae laa flooring units cut 
handling time and labor as much as 
75%. Speed up unloading and 
warehousing. Step up efficiency 
with either fork lift or hand pallet 
truck. Write for descriptive folder. 











start of September measured 21% |” 
smaller than a year ago. Stocks of a ¢! 
172 line yards in the 7-state area 
served by the bank were off 16% © 
from last year. 

Sales in August were up 17% 
at retail levels, but the aggregate 
volume for the first eight months 
was 2% under a year ago, reflect- 
ing the slow pace earlier in the 
year. Wholesale volume for August 
was up 4% while the 8-month total 
was 3% greater than a year before. 

Reports are current that more 
small and medium-sized mills are 
closing down because of the inabil- 
ity to show a profit on the timber © 
purchases, which amount to $50 ~ 
to $55 per M. With high labor and © 
operating costs many mills can not 7 
“come out” at current prices. 

Important to the trade has been 
the stiffening in prices and de | 
mand in the hardwood market. The 
No. 2 gum demand has picked up — 
and prices are quoted from $38 to — 
$45 per M. A few weeks ago the 
mills were glad to get $35 per ve 
for the item. No. 1 gum, going to : 
furniture factories, is bringing 7 
$100 per M for FAS, while No. 1| : 
common is selling at $80. 
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Lumber Sells Below i: 
Ceiling at Baltimore | = 


The Baltimore lumber market in 
general is “not booming” according 
to several informants, following 4 
weaker trend influenced by the West 
Coast. All prices now, it is said, are 
well under ceilings, and are likely | 
to remain so. The weakness here} 
is not to be taken as a sign busi-| 
ness is bad, one large operator in- 
sisted, for the year in general has 
been very good, although the vol} 
ume has not equaled 1951. 

The steel strike was a difficult) 
influence to weather. A number of 
yards do considerable business with 
the shipping interests. But the 
subsequent threat of a strike i 
the shipyards themselves peterel| 
out, so at least there was a silver 
lining to that cloud. 

Southern pine seems to be hold-|~ 
ing its own fairly well, het 
the footage now being brought in 
by truck is not large. In fact, se 
eral yard owners commented 7 4 
scarce and high stumpage in the 
South, believing that severe cut)” 
ting in the last decade has seri 
ously depleted stocks. a 

As examples on current trad 
ing, green roofers, 1 x 6, tx se 
are being brought in for aroul® 
$82 per M, while the 1 x 8, D4 
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‘this illuminated sign will do 





| @ real selling fob tor you / 





HETHER it is placed in your win- 
dow, on your counter, or hung 
on your wall, this eye-catching red 
and purple illuminated sign will prove 
to be a bang-up sales producer. It is 
framed top and bottom with glowing 
red plastic bands and is a mere 11” x 
12” in size. 
We suggest you put this sales aid 
to work right away. It’s a point-of- 
purchase reminder to customers pass- 


no Penny CINON - window glass at its best! 


le PAINTS +: GLASS +: CHEMICALS - BRUSHES -: PLASTICS 
G 


PLATE 


GLASS 





ing or entering your store that you 
are “headquarters” for Pennvernon, 
which is recognized as “window glass 
at its best.” You can get details from 
your local Pittsburgh Plate Glass 
Company branch or jobber. At the 
same time, be sure to ask him about 
the full line of sales helps that are 
available to assist you in stepping up 
your sales and profits on Pennvernon 
window glass. 


COMPANY 










are around $89. Kiln dried stock 
in the first size is around $101, 
and for the second, around $105. 


No. 1 common fir, 15 percent 
No. 2, from the West is arriving 
here via rail for around $105.25; 
water shipments cost about $5 less. 

There is said to be some substi- 
tuting of No. 3 common Ponderosa 
pine for the scarcer Southern vari- 
ety, and also with No. 3 and better 
white spruce, the resawn lumber 
offering a favorable advantage 
pricewise. 

Oak flooring in general seems 
weaker as the year’s building nears 


the end, particularly in the upper 
grades. Select red, for instance, at 
$175 is $5 to $7 under three months 
ago. Builders have been switching 
from the select in the No. 1 com- 
mon ($155 per M), it is reported, 
for possibly six months, causing 
an unbalance in the market, the 
cheaper grades outweighing the 
uppers. Clear oak flooring at 
present quotations is said to be 
around $185. - 

The change in Regulation X was 
eyed with great interest but not 
much anticipation here. The build- 
ing pace had been rolling along at 





AETNA Plywood Service | : 
gives ALL 2 





1 Widest Selection in 
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West 


so 


the Middle 





2 Uniform Quality in All Grades 
3 24-hour Shipping Service 


PLYWOOD PANELS — over 50 species 
Fir, Pine, Gum, Birch, Oak, Walnut, Maple, Mahogany, Limba, African 
Cherry, Prima Vera, Redwood, Philippine. All sizes up to 48”x192” — 


all thicknesses, 1/16” up. 
PLYWOOD SPECIALTIES... 


Plytex — wire-brushed decorative plywood 

Plypreg and Welchboard — Plastic surfaced plywood 

Die Blox — Superstrong, even-ply die stock 

P. V. Hardboard — Low cost wallboard, 4’ x 8’ 
Mouldings — Pine and Philippine Mahogany — 80 patterns 
Tileboards — Wal-lite, Satin-lite, Grani-lite 
Piyron — Hardboard faced Fir plywood 

Plyweave — embossed decorative plywood — Fir & Redwood 
GLUES, REZ wood sealers, INLAY PICTURES 


DOORS — House and Cabinet... 

Birch, Oak, Fir, Philippine Mahogany — over 80 sizes 
Cabinet doors, 3/4” Birch and Vertical Grain Fir 
PLASTIC DECORATIVE SHEETS... 


Consoweld and Parkwood Plastic—over 75 colors and designs, plus 
real wood veneers, wood pattern designs. 1/16” and 13/16” — for tables, 


sink tops, furniture etc. 






AETNA PLYWOOD & VENEER CO. 
1732 N. Elston Avenue e Chicago 22, Illinois 


oooh ARmitage 6-7100 






Branch Warehouses: Grand Rapids, Indicnapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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a good clip, and a survey just prior 
to lifting of the Federal restriction 
showed the number 
granted was slightly above last 
year, a trend counter to the national 
pace. 


For the eight month period 
ended August 31, home construc- 
tion permits issued totaled approxi- 
mately 8,600 in contrast to 8,400 
for 1951. 


Valuation for this construction 
in the Baltimore metropolitan area 


was $69,250,517. Last year it was ay 
slightly higher at $71,210,097 for : 


the same months. 


Nationally 


Lumber shipments of 471 mills 
reporting to the National Lumber | 
Trade Barometer were 2.8% above | 
production for the week ending © 
September 27, 1952. In the same 7 


week new orders of these mills 
were 5.0% above production. Un- 
filled orders of the reporting mills 
amounted to 39% of stocks. Foi 
the reporting softwood mills, un- 
filled orders were equivalent to 21 
days’ production at the current 


rate, and gross stocks were equiva- ~ 


lent to 51 days’ production. 


For the year-to-date, shipments | 
of reporting identical mills were © 
4.7% above production; orders were ~ 


3.3% above production. 
Compared to the average corre- 
sponding week of 1935-1939, pro- 


duction of reporting mills was 
51.2% above; shipments were 
53.7% above; new orders’ were 


56.1% above. Compared to the cor- 
responding week in 1951, produc- 
tion of reporting mills was 8.6% 
above; shipments were 8.4% above; 
and new orders were 5.6% above. 


Western Pine 


Production of Western Pine ant |~ 


of permits — 
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Associated Woods by the 103 mills a 
reporting The Western Pine As |7 


sociation for the 


week ending © 


September 27, 1952, totalled 80; 7 


175,000 feet. 
77,437,000 feet for the same period 
a year ago. Shipments for the 


week ran to 75,815,000 feet, 5.4% 7 
For the same § 
week a year ago shipmenets wel? 
Orders for the§ 
week were 88,650,000 feet, as com © 


below production. 


80,945,000 feet. 


This compares tf 


pared to 94,712,000 feet a yeal 53 


ago. 
end totalled 217,084,000 feet. 
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GET THE FACTS 


about the WHITE 3000 


“tion 


’  ANO SAVE 






















mills 
mber MODERN delivery saves time 
‘bove and cuts costs for Keystone 
ding Lumber Co. This White 3000 

same saves maneuvering time in 

mills the yard, on the street, and 

Un. ; at delivery point. 
mills | 
For 

» Un- 
to 21 | 

rrent 
‘uiva- 
nents 

were 

were 
-orre- 

pro- FIND OUT what the White 3000 does in your 

“as business. See what its modern design means to 

an you in the way of more deliveries per day... in 
e cor: less time . . . at lower cost. 
= Here is new maneuvering ease ... new loading 
prem and unloading time savings ...new energy-saving 
ibove design that makes the driver a better driver and 

a better salesman. 

Its exclusive power-lift cab saves maintenance 

time and cost. And its White Quality means lower 
.e and Operating cost . . . longer life. 
; mills 
e As § 
nding | 
d be % Get this Scientific Truck Evaluation 
"es oe 7 
= E from your White Representative . . . Today! 

5 “7 ie] Call your White Representative for a complete evalua- 
aa tion of your truck operations. It will tell you the factual 
. were i story of efficiency and economy tailor-made to your 
yy the § own delivery service. It means money saved... delivery 
s com Fy costs reduced ...in your business! 

, yeal = 

week's BE FOR MORE THAN 50 YEARS THE WHITE MOTOR COMPANY 

t. . THE GREATEST NAME IN TRUCKS: Cleveland 1, Ohio 
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Lumber Prices at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 


Bold face listings denote 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 
SOS. vcenseeesens 155.00 150.00 105.00 
Flat Grain Flooring 
AE -ccccceovooen 130.00 125.00 93.00 
Be SBevecdevnedes 155.00 150.00 105.00 
Drop Siding 
1x6 (Pat. #106).150.00 145.00 110.00 
1x6 (Pat. #116).155.00 145.00 105.00 
Celling 
J errr rr 25.00 123.00 80.00 
Be weecsenees 115-125 120.00 80.00 
Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 
ak 2 senmes 69.00 72.00 70.00 77.00 
SS Ss 64.00 63.00 62.00 70.00 
a @ acces 54.00 57.00 54.00 62.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 80.00 80.00 81.00 80.00 80.00 
2x 6 78.00 78.00 78.00 81.00 79.00 
2x 8 76.00 76.00 76.00 78.00 78.00 
2x10 78.00 79.00 78.00 78.00 78.00 
2x12 78.00 76.00 76.00 78.00 78.00 
No. 2 Dimension 
2x 4 70.00 70.00 73.00 72.00 72.00 
2x 6 71.00 68.00 72.00 70.00 74.00 
2x 8 71.00 71.00 71.00 71.00 70.00 
2x10 71.00 71.00 71.00 71.00 71.00 
2x12 71.00 71.00 71.00 71.00 71.00 
No. 3 Dimension R/L Only 
eS Sea Sa oer 
ERR ee meee: 
Re are ee ee eae 47.00 
I 9 dock Sick ash oh calles ccacco apc a ideas ta 42.00 
NOE nixtivak aceteiniavk Wis eal a ea eee 40.00 


(Add 10-15 dollars for dry lumber.) 





RED CEDAR SHINGLES 





Royals 
No. 1 24” 4/2 13.50 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.00 
Perfections 
No. 1 18° 5/2% = 10.50-10.75 
No. 2 38" 5/24 5.25 
No. 3 18” 5/2%4 4.25 
XxXxXxxX 
No. 1 16” 5/2 9.00 
No. 2 16” 5/2 5.25 
No. 3 16” 5/2 4.25 
WESTERN RED CEDAR 
Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 
Beveled Siding, % Inch 
Clear “—_e “—_ 
34 imen ..cccs 80.00 75.00 50.00 
%x5 inch ...... 85.00 80.00 60.00 
SeEG SMOR cccces 105.00 100.00 85.00 
Tee SHOR 6 c6ses 135.00 130.00 95.00 
Clear Bungalow Siding, % Inch 
OE ee dinn oes 170.00 165.00 125.00 
2 eee 190.00 185.00 145.00 
Be GE kctwones 195.00 190.00 150.00 
Finish B and Btr, S2 or 4S, 
6’ to 10’ or Rough 
DE, Giedacsaana ses Wawuome some 240.00 
Be oct ctnacuedreeeeaaeaewewen 240.00 
PEE temwpetseusessteeoueanaws 250.00 
Ceiling or Flooring, B and Btr, 9-16’ 
&Btr. Cc D 
ba pekanceawn ees 105.00 100.00 90.00 
éetabuneunes 120.00 115.00 95.00 


AE on mouldings 620’ -20’ odd 
lengths. 
Series 8,000 

Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 
per cent. 


Clear Lattice, 5-16”, 6-16’ 
100 T.in. Ft. 
DET ‘Ke+ddevaweeeeceeseteouneeuus 1.50 
MEE “sane contadcensvidecvecvsoounns 1.75 
78 


WESTERN PINES 


Ponderosa Pine 








a ad 
Selects 
2 or 48 4/4 RW 6/4 new 8/4 RW 
C&Btr RL ...250.00 255.00 265.00 
Shop, S2s No. 1 No. 2 
oy OP RO er ee 135.00 110.00 
REDO alas dean eiand ccielnoaiee tata 135.00 110.00 
Commons, S2 or 48 
2&Btr. No. 3 No. 4 
- ee Pee 118.00 78.00 64.00 
SUES TEs basin s0s 118.00 78.00 64.00 
Idaho White Pine 
Selects S2 or 48 
1x4 1x6 1x8 1x10 
C&Btr. RL 270.00 271.00 271.00 278.00 
DP Fle «sens 239.00 239.00 239.00 250.00 
Commons, S2 or 48S No.1 No. 2 No. 3 
kt eae 157.50 146.00 118.00 
BREE saveeccaeed 188.00 151.00 118.00 
Sugar Pine 
Selects 
S2 or 48 “1 RW o/8. ped s/t ao 
B&Btr. RL ..270.00 00 
2 . ares 265.00 a78. 00 380. 00 
2. eo 235.00 245.00 245.00 
Shop, 82S No. 1 No. 2 No. 3 
errs 157.00 125.00 85.00 
OPE wcetenensas 157.00 125.00 85.00 
OAK FLOORING 
Clear Pln 3§x2% 4§x1% %x2 %x1% 
White ..180.00 155.00 177.00 162.00 
Red .185.00 160.00 177.00 162.00 
Sel. Plain 
White ..160.00 135.00 167.00 152.00 
Red 168.00 140.00 167.00 152.00 
#1 Co 
Pin "White 
& Red ..145.00 115.00 125.00 115.00 
#2 Com. 
Pin White 
& Red .. 80.00 55.00 82.00 77.00 
#1 Com 
& Btr 
Shorts, 
14%” 100.00 75.00 97. 00 97.00 
SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. Cc D 
26 cccce err 175.00 165.00 145.00 
Flat Grain Flooring 
BE sectuConuoes 160.00 150.00 110.00 
Be éccctauecees 190.00 180.00 140.00 
Drop Siding 
1x6 (Pat. #106).170.00 160.00 130.00 
1x6 (Pat. #116)'170.00 160.00 130.00 
Boards & Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ...110.00 115.00 125.00 150.00 
No. 2 ... 85.00 87.00 87.00 90.00 
No. 3 ...70.00 75.00 75.00 80.00 
No, 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 98.00 98.0 
2x 8 90.00 90.00 92.00 98.00 100.00 
2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No, 2 Dimension 
ox 4 84.00 85.00 87.00 97.00 97.00 
= 6 80.00 81.00 82.00 91.00 93.00 
x 8 80.00 81.00 82.00 91.00 93.00 
310 84.00 85.00 85.00 91.00 93.00 
Boge: 84.00 85.00 85.00 91.00 93.00 
- 3 se ae eastned 
a * 4 63.00 
2x 6 62.00 
2x 8 61.00 
2x10 61.00 
2x12 61.00 


REDWOOD 
Bevel Siding 
%x 4 V.G. Clear All Heart....... 90.00 
%x 6 V.G. Clear All Heart....... 117.00 
x § V.G. Clear All Heart... ..6- 138.00 
54x 6 V.G. Clear All Heart....... 117.00 
Ss $ V.G. Clear All Heart....... 144.00 7 
54x10 V.G. Clear All Heart....... 153.00 
%x 6 V.G. Clear All Heart.......154.00 
34x V.G. Clear Ali Heart.....«.. 184.00 
%x10 V.G. Clear All Heart.......207.00 
%x12 V.G. Clear All Heart...... -aTem I 
Note: A grade V.G. Redwood Siding | 
approx. $4.00 less for % and °% in 
above sizes. $5.00 less for % inch in 
above sizes. 
Anzac Siding 
1x1¢@ V.G. Clear All Heart. ....... 226.00 
1x12 V.G. Clear All Heart... ..2.¢- 241.00 
Note: Deduct $8.00 for A Grade. 
Finish 
Ses 6 BAB. BIGNESS. 2.6. ccccuces 120.00 
eae: eee 140.00 
Tee GS Beet. BIAS. occ cpccccnccs 165.00 
tS (See ae rer 155.00 
ae ES. © ka. eine. seianleietyai gelesen 165.00 
Ce ere 195.00 
I re eee 200.00 
SE SEE. ociecmwmcrsenaiearoae 205.00 
See rere 165.00 
I 5S ksimie pene oe.ewieceeus 180.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. C 
1X4 wcccecccvees 150.00 140.00 
Flat Grain Flooring 
De Geeseceneccas 135.00 125.00 
We accrtwsseuees 155.00 150.00 


Drop Siding 


1x6 (Pat. #106).145.00 135.00 105.00 

1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 

ME kere maccGraren 1 70.00 

eee 110- 120 105- ite 90.00 
Boards and Shiplap and 

2” (Dry) 

1x6 1x8 1x10 1x12 

No. 1 ..-. 82.00 84.00 84.00 84.00 

No. 3... 79.00 79.00 79.00 79.00 

No. 3 ... 66.00 68.00 68.00 68.00 


No. 1 Dimension 
12’ 14’ Rs 18’ 20’ 


2x 4 79.00 79.00 2.00 82.00 82.00 
2x 6 79.00 79.00 79.00 84.00 84.00 
2x 8 81.00 81.00 81.00 81.00 84.00 
2x10 79.00 81.00 79.00 79.00 84.00 
2x12 79.00 79.00 79.00. 79.00 84.00 
No. 2 Dimension 
2x 4 78.00 78.00 80.00 79.00 79.00 
2x 6° 77.00 77.00 78.00 79.00 79.00 
2x 8 74.00 74.00 75.00 75.00 75.00 
2x10 74.00 74.00 74.00 74.00 74.00 
2x12 72.00 72.00 72.00 72.00 72.00 


No. 3 Dimension R/L Only 























ENGELMANN SPRUCE 


Boards and Shiplap 


(dry) 1x6 1x8 1x10 in 
No. 2&Btr...105.00 105.00 114.00 120.0))% 
No. 3&Btr... 75.00 80.00 84.00 85.009 

No. 1 Dimension 

a2 14’ 16’ S 20 | 
2x 4 80.50 80.50 80.50 87.50 875 
2x 6 78.00 78.00 78.00 78.00 78.1 
2x 8 78.00 78.00 78.00 82.00 82.00 
2x10 78.00 78.00 78.00 85.00 85.0" | 
2x12 81.00 81.00 81.00 85.00 85.0 

No. 2 Dimension 4 
2x 4 75.00 75.00 75.00 75.00 15. 
2x 6 75.00 75.00 75.00 75.00 150 
2x 8 75.00 75.00 75.00 75.00 150 
2x10 75.00 75.00 75.00 75.00 15." P 
2x12 75.00 75.00 75.00 75.00 15.0! ay 
(Boards graded No. 1, 2, 3, at ft” 


price; no price for r straight : No. 3. oil 


do not grade out N mension sep 


rately as in fir.) 
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YOUR NEW SLOANE SALESMAN hits the nation full 
force in full-color magazine advertisements 
on the hottest over-the-counter item in years. 






Millions of customers across the nation will see 
Mr. Treadwell, in action. He’ll tell them the 
complete story about Sloane’s Koroseal Tile 
Special—the miracle tile for floors and walls. 


Be ready to show your customers the 14 striking 
Koroseal Tile Special colors . . . the durable, 
nonporous surface that never needs scrubbing, 
defies grease, oil, alkalies, and strong soap. Show 
them how quickly and easily they can install this 
beautiful flexible tile on their floors and walls 

... and remind them that it’s the lowest 

priced vinyl tile on the market today! 


And Mr. Treadwell will also tell your customers 
about Sloane linoleum. They’ll get the im- 
portant facts about Sloane’s complete line of 
linoleum tile for floors and walls: Fineline, 
Texfloor, Terano, and Marbletone. 


i ne Te Get ready for greater-than-ever Sloane Tile 
: we eee w little a0" 'g’ x 10° 14.98 . 
s Hon Treadwell Now covet #8 ppt demand Mr. Treadwell will create for you... 
es - orvseel Tile ee ° por . is 
CSigant ) Kirst Te sores. Pm cs cash in on the double-profit potential of 






Teafoor.' Tere 


ei 
a 






| FINELINE e TEXFLOOR ¢ TERANO « 


aN CM Buitpinc Propucts MERCHANDISER 


WALL y// 
G.OANE coos 


™ ©S-B. C. 


Sloane Koroseal Tile Special and linoleum 


SL 


Aiesander Sanit tPe> 






tile for floors and walls. Stock 
them ... display them .. . and 
watch them sell! 






ProoucTs 





*Koroseal is a registered trade-mark 
of The 8. F. Goodrich Company 


SLOANE Korosetl na Linoleum TLE 


fi 
: ‘wii! |SLOANE-BLABON CORPORATION . 


A DIVISION OF ALEXANDER SMITH, INC. 


KOROSEAL TILE @ RUBBER TILE @ TREN-FLEX TILE © TRENWALL @ TRENTONE 
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YOUR PROFIT-MAKING FORUM A 


Tremendous profit boom 


One of the most exciting profit stories of the year 
is the tremendous boom in sales of paint, wallpaper, 
floor coverings, plywood, many other materials to the 
Do-It-Yourself market. Evidence of how big this 
boom is... “Business Week” devoted no less than 10 
pages of a recent issue to the profit possibilities of 
this market. (Editor’s note—Read full details of 
American Lumberman’s new “Do It Yourself” sales 
promotion kit for dealers on page 56.) 

Here are some of the most significant figures re- 
ported. A survey made by “Better Homes and Gar- 
dens’”’ showed that “84% of the families it interviewed 
buy interior paint themselves.” And a full 69% of 
them apply it! Another group surveyed by “Collier’s”’ 
showed that 10% paint-it themselves. ‘Successful 
Farming” polled another group, found that 69% have 
joined the Paint-It-Yourself Club!” 

In 1951, almost one-tenth of the entire U. S. ply- 
wood output was sold directly to weekend carpenters— 
about 250-million square feet or nearly double the 
figure for 1946, And according to Douglas Fir Ply- 
wood Assn. reports, with Handy Panels this figure 
may double itself again this year. 

Sales of all kinds of lumber to individuals have also 
increased enormously because more and more families 
are tackling the bigger jobs themselves. “Popular 
Homecraft Magazine” discovered that no less than 
85% of its readers are renovating their homes them- 
selves. While “Better Homes and Gardens” reported 
that 22% of its readers who have recently built new 
homes did all or part of the work themselves. 

Floor coverings and wallpaper also show remarkable 
increases. In 1940, the total U. S. output of asphalt 
tile was between 50-million and 90-million square feet. 
By 1950, this figure increased to an estimated 550- 
million square feet—almost a third of it sold directly 
to consumers over the counter. “Business Week’ also 
reports that in 1940, 729% of all paper-hanging jobs 
were done professionally while only 28% were done 
by homeowners themselves. Current estimates show 
that only 40% of today’s jobs are being done by 
professionals and 60% by homeowners themselves. 


. . » who profits the most? 


Further research by “Business Week” shows that 
the greatest part of this demand is being filled by 
the large mail-order firms, wholesale hardware com- 
panies, independent houseware shops. To cite one 
example, one big auto accessory outfit with 2500 
branches and outlets was losing sales in its own 
products—now does a booming business in paint, 
wallpaper, unpainted furniture and floor coverings. 

Where are you in this profit picture? Now is the 
time to take inventory because the Do-It-Yourself 
boom is here to stay! 


by Norm Advertising, Inc., New York, N. Y. 
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how to cash in 


The smartest way to cash in is to run specialized 
newspaper advertising slanted directly toward the 7 
Do-It-Yourself market., Not loose generalized copy 7 
that says “We have everything for Do-It-Yourself | 
jobs.” And not catalog-type ads that list a lot of! 
things like, “Asbestos-cement lumber 4’ x 8’ sheets, 
14” thick . . . 10'5 cents per sp. ft.’ Instead, 
run copy like the big national home magazines do, 
which convinces prospects how easy it is to do their 
own paint and papering jobs if they come to your 
yard! Take this ad, for example: 

“THE EASIEST WAY TO PAINT-IT-YOURSELF! 

No matter what you want to paint—your kitchen, 
living room walls or that old bedroom furniture—we 
can tell you how to prepare the surface, how many 
square feet you can cover with a given amount of 
paint, how long you should allow for your paint to 
dry thoroughly! 

Also, we can recommend the paint best fitted for 
the special jobs you want to do inside or out, on 
plaster, wood, wall-board, metal or glass. Finest 
paints for all needs, brushes, rollers, paint removers 
and protective coverings for your furniture and floors. © 
Ask us today. 4 
FREE ADVICE ON ALL DO-IT-YOURSELF JOBS!” | 


This is the kind of copy that makes many more/ 
readers turn to you in preference to other stores for! 
these reasons. First, it does not waste space on loose |~ 
generalities like, “We can help you.” It gets right) 
down to business and explains specifically how yo? 
can help your readers. Second, by being so specific, | 
this copy creates the impression that at your yard | 
customers can find out all they want and need ti” 
know most about any kind of Do-It-Yourself job. ~ 

Third, notice how encouraging and reassuring “a 
copy is. Besides making the job sound easier becaust ~ 
of helpful advice, it makes your yard sound like the fe a 
kind of store that protects its customers. Foun 
notice how carefully this copy talks about the reader’ § 
problems from headline to baseline. 4 


























puff yourself up 


If mail-order houses and auto accessory stores 4/7 
such a terrific business in Do-It-Yourself items, the) } 
lumber dealer ought to sell even more since he comes/) Bis 
in much closer contact with his customers than thee 
mail-order house and knows a lot more about building) 
than the auto supply dealer. Also unlike wholesale} 
hardware merchants and small houseware dealers, th) 
lumber dealer knows every phase of building and 
modernization. 

Why is it others are running away with the richest 
Do-It-Yourself markets? Because so many lumber 
men advertise infrequently and irregularly, neve 
bother to claim public credit for the many advantage 
they do offer. 

For example, some dealers offer pre- -trimmed wall 
paper cut to make the job much easier, others offé! 
paper with new pastes so the novice can pull if @ 
and start over if he makes a mistake, Other dealer 
offer a full line of paints in newest colors manufat 
tured to match towels, draperies, rugs, bathroo 
fixtures and hundreds of other products. 

This is the kind of specific information that b 
longs in your advertising. 


t 
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7 more 

res for There will be more Wisconsin Knight flush doors in the future! This 

n loose new, modern door plant was designed and constructed to help us 

| right meet the ever-increasing demand for this fine flush door. Located Wisconsin Knight features: 
w you ae in a Detroit suburb, on a national railroad, this new plant will 

pecific, 5 assure Wisconsin Knight distributors and retailers of a sure, steady GRID CORE 

o¥ ; supply of the many Wisconsin Knight models. ALL WOOD CONSTRUCTION 
eed (0 me 

job. a DISTRIBUTORS: If you are not now handling Wisconsin Knight doors, Beautiful Faces of BIRCH, 
ig. this : contact us immediately for full details, including our sample package GUM, LAUAN, CATIVO 
ecaust He of six doors! 

ike the 5 FULLY GUARANTEED 

Tourth, 2) RETAILERS: We'll gladly supply the name of your nearest Wisconsin 

eader’ Mam Knight jobber. NATIONAL ADVERTISING 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—160,000 feet of Japanese bam- 
boo in one year was sold by a 
west coast dealer for what pur- 
pose? 


2—You’re under no “pressure,” 
but by dropping a card to this 


advertiser you can “treat” 
yourself to what kind of infor- 
mation? 


3—What’s the prediction for com- 
mercial construction in 1953? 


4—Which company is advertising 
a special nail for putting up 
perforated ceiling tile? 


5—A fine direct-mail piece—one 
that’s certain to stimulate do- 
it- your self sales—is the work 
of what dealer? 


6—The Laboratory Equipment 
Corp. is advertising what small 
hardware item certain to 
“draw” customers? 


7—Will defense spending go up or 
down next year? 


8—Your lumber gets the “roll-off” 
if you invest in what adver- 
tiser’s handling equipment? 


9—An Illinois dealer is doing a 
good sales job with what new 
wood paneling product? 


10—What advertiser of an accord- 
ion aluminum insulation might 
say that you were “in-for” a 
good time with his product? 


Answers on page 101. 
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WHAT’S NEW 





Products .... Sales Aids .... Literature 





Standard-Size Cabinet Tops 


Pollak Industries Corporation, 
supplier of custom wood cabinet 
tops to many of the country’s lead- 
ing kitchen-cabinet manufacturers, 
is now presenting a standard line 
of tops to retailers and jobbers. 
The reason for this latest develop- 
ment is the tremendous growth of 
“do-it-yourself” home remodeling. 
Pollak feels there is a large, ready- 
made market for the dealers of 
standard-size cabinet tops, and that 
dealers who sell complete kitchen- 
remodeling jobs will also find the 
new line of great value in their 
own manufacturing of the finished 
unit. Every Pollak cabinet top is 
said to be absolutely guaranteed 
against defects. The product is de- 
scribed as having the same high 
quality that has distinguished the 
manufacturer’s custom work. Pol- 
lak cabinet tops are of quality 
maple, 1144” thick, waterproof and 
warp-resisting with a _paraffin-oil 
finish. They are available with or 
without a 4-inch backsplash. Sizes 
range from 25” x 15”, to 25” x 48”. 
Work bench tops of the same qual- 
ity are also included in the Pollak 


line. Write Pollak Industries Cor- 
poration, Dept. AL, Escanaba, 
Mich. . 





co 
Modern Skylight 

Based on the premise that nat- 
ural lighting is the best lighting, 
the research laboratory of the E. 
Van Noorden Company has devel- 
oped a modern skylight that is 
within the reach of the practical 
builder. The Vanco Plexiglas 
Domelite is designed in two differ- 
ent types of “plexiglas’”—clear col- 


piace a 


orless and white translucent. The 

clear, colorless Vanco Plexiglas 

Domelite is said to admit outdoor | 

light into walled-in areas in an eff- — 
cient manner, because the Vance 
Plexiglas Domelite construction 
gathers the light beams and pro- 
jects them down into the area below 
in the proper manner. It is par- 
ticularly suited for bringing day- 
light efficiency to a room containing 
materials that will fade in direct 
sunlight. The clear-colorless Dome. 
lite absorbs the “bleaching”’ ultra- 
voilet rays of the sun, thus protect- 
ing building materials or working 
materials from the detrimental ef- 
fects of direct sunlight. The white, 
translucent “Plexiglas” provides a 
soft, evenly diffused daylight, well 
suited to classrooms, kitchens, and > 
offices, or anywhere that people at = 
work need a glare-free light. Write 
E. Van Noorden Company, Dept. 
AL, 99 Magazine St., Boston, Mass. é 
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New Majestic "Val-ette" 


Majestic Manufacturing Company |~ 
announces a new product for bath | ~ 
room, bedroom, and powder room. | 
Designed by Bernard F. McMahon, ~ 
A.I.A., and trade-styled the “Val 7 
ette,” the fixture combines the fea 7 
tures of a vanity, lavatory, line! © 
closet and medicine cabinet, all 177 
one compact unit. The Val-etie 7] 
meets FHA requirements for a lil 
en closet, yet requires only two 
thirds of a square yard of flo 
space. Cost is said to be no molt @ 
than conventional lavoratory, line 
closet, and medicine cabinet. Th?) 
versatility of the unit offers arch! 7 
tects and builders a ready-made | 
solution to many design and co! 
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problems. An _ exclusive patented 
feature of the Majestic Val-ette is 
the “Hideaway Beauty Bar” on the 
top vanity surface. The Beauty Bar 
gives instant fingertip accessibility 
for beauty aids, soaps, shaving 
equipment, etc. When the Beauty 
RBar cover is closed, the usual lav- 
atory “clutter” is neatly concealed. 
The Val-ette has a porcelain-enam- 
eled lavatory, chromium finish brass 
fixtures and a bonded Formica top. 
The unit is manufactured in three 
colors. Write Majestic Manufac- 
turing Company, Dept. AL, 4550 
Gustine, St. Louis 16, Mo. 





Card-o-Matic Punch 

The Card-o-Matic Punch, a new 
and revolutionary machine for 
punching tabulating cards, has been 
introduced by Remington Rand. 
Teamed with the Conve-Filer, a 
mechanized continuous Tub file, the 
Card-o-Matic Punch’ offers new 
economies in time and money in 
many punched-card accounting pro- 
cedures, such as billing and sales 
analysis, payroll, order writing, 
preparation of shipping tags and 
many others. This new combina- 
tion provides for almost completely 
automatic location of the proper 
master card in the motorized file, 
transfer, selection and punching of 
the desired information into a new 
tabulating card, and the _ oppor- 
tunity to enter variable data as 
required—all from a single key- 
board located at the operator’s 
fingertips. Write Remington Rand 
Inc., Dept. AL, 315 Fourth Ave., 
New York 10, N. Y. 


New Model Corner Cabinets 


_ The Harris Products Inc., manu- 
facturers of corner china cabinets, 
announces that many new models 
have been added to the line offering 
new promotional features. Dealers 
can now select cabinets with or 
without back enclosures, single or 
double cupboard doors, fully KD, 
partially assembled with sash and 
door hinged or fully assembled. All 
models are carried in stock for im- 
mediate delivery. These merchan- 
dising features are planned for a 
new approach to selling corner cab- 
inet. For a copy of new literature 
write Harris Products Inc., Dept. 
AL, Amherst, N. H. 
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Arborite's New Catalog 


Newest idea in sales-promotion 
material is a combination standard 
catalog and book-type sales presen- 
tation just released by the Arborite 
Company, Ltd., Montreal, Canada, 
maker of the improved all-plastic 
counter top and wall-surfacing ma- 
terial. Title of the book is, “Arbor- 
ite, the all purpose prefinished 
counter top and wallboard.” The 
brochure is divided into two parts. 
The first part outlines Arborite’s 
advantages, tells how it is manu- 
factured, and includes installation 
illustrations and suggested applica- 
tions. The second part outlines the 
sales aids that are provided for the 
dealer to help him sell Arborite; 
such as, national advertising, ad 
mats, literature and displays. 
Wholesaler’s salesmen take the book 
with them on their calls. When the 
dealer has taken on the line, he 
receives a supply of books for his 
salesmen’s information and _ use. 
Write J. A. Davies & Company, 
Dept. AL, 314 Straight Ave., 8. W., 
Grand Rapids, Mich. 


Woman-Designed Curtis 
Kitchens 


In keeping with today’s trend 
toward simplicity and directness in 
home architecture, Curtis Compa- 
nies, Incorporated, is introducing a 
complete new line of wood kitchen 
cabinet units embodying style ele- 
ments, usually considered charac- 
teristic only of “custom built” kit- 
chens. In the new Curtis kitchens, 
all projecting door and drawer 
fronts have been eliminated to cre- 
ate unbroken flush surfaces which 
are pleasing to the eye and which 
eliminate dust-catching grooves and 
ridges. Doors are fitted with semi- 
concealed hinges and embellished 
with modern slender pulls, both 
chromium plated. Recognizing the 
increasing desire of architects and 
homeowners for natural finish in 
interior decoration, Curtis makes 


its new cabinets available with 
drawer and door fronts of beauti- 
fully grained natural birch. In ad- 
dition to the unfinished natural 
birch, the cabinets are also available 
in white gloss enamel for painting 
in colors of the owner’s choice. Ac- 


cording to Curtis officials, the new 


Curtis kitchens have 53 distinct 
ideas and suggestions offered by 
expert women home economists and 
stylists, as well as thousands of 
housewives who have been inter- 
viewed throughout the many years 
in which Curtis has been making 
kitchen cabinets. For new litera- 
ture write Curtis Companies, Inc., 
Dept. AL, Clinton, Iowa. 
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"Versa-Flex" 


Reflector - Hardware Corporation 
announces ‘“Versa-Flex”, a new 
idea in merchandising. ‘“Versa- 
Flex” can be stacked, arranged in 
step displays, or put side by side. 
The units are ideal for window dis- 
plays, floor units, feature spots and 
special promotions—they are easy 
to build up and just as easy to re- 
assemble. “Versa-Flex” units have 
a 12” clearance between stands yet 
take a minimum of floor space. 
When not in use, they can be nested. 
They are finished in durable pol- 
ished chrome and come supplied 
with rubber feet. Write Reflector- 
Hardware Corporation, Dept. AL, 
Western Ave. at 22nd Place, Chi- 
cago 8, Ill. 


New Type Plexolite Sheet 


The Plexolite Sales Company has 
announced a new “first” in the field 
of translucent structural plastics. 
Available now for the first time is 
a new 4-ounce per square foot mate- 
rial in both corrugated and flat sur- 
faces. This fiberglas reinforced 
sheet possesses great flexural 
strength, is shatterproof, translu- 
cent, and extremely economical. In 
industrial buildings, it is ideal for 
glazing, skylight and all types of 
lighting as it transmits up to 80% 
of softly diffused daylight. Among 
other uses for this material are 
patio roofs, canopies and awnings. 
The material is said to withstand 
all weather conditions, is non-cor- 
rosive, and may be sawed, nailed or 
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drilled with ordinary tools. 
new type of sheet in the Plexolite 
line is produced in sizes up to 36” 
x 120” in 5 beautiful decorator-se- 


lected colors: clear, snow, slate, 
green, and yellow. Write The Plexo- 
lite Sales Company, Dept. AL, 4223 
W. Jefferson Blvd., Los Angeles, 
Calif. 


New Key-in-the-Knob Locks 
Three years of research and test- 
ing have resulted in a new series of 
Sager-Barrows pin tumbler key-in- 
the-knob type cylindrical locks pos- 
sessing many special features. 
(Shown above is the new Sager 
front-door lockset.) One feature 
of the new locks is the speed in 
which the lock cylinder can be 
changed. Other features include an 
electrofilming process for lifetime 
lubrication; a nylon cam which con- 
trols the deadlocking of the outside 
knob and gives more positive and 


THIS CAMPAIGN WILL 
CREATE MORE SALES! 


Save 
ol Mw Ae, OF 
home jobs 


DO IT YOURSELF! 








Write today for details on how 
you can tie-in with this new sales 
program. 


# 
American Lumberman, Inc., 
139 N. Clark St., Chicago 2, Ill. 
{See page 56) 
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smoother action; and a special com- 
position bearing surface for the 
latch-bolt retractor said to result 
in longer life and easier operation. 
The new locks are designed for use 
in homes, schools, hospitals and 
commercial buildings. Write Ber- 
rien Springs Division of Yale & 
Towne Manufacturing Company, 
Dept. AL, Berrien Springs, Mich. 
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Levolier Switches 


The complete line of Levolier 
Switches and Sockets including 
several new models is shown in a 
40-page catalog that is sectional- 
ized for easy reference. Another 
section covers McGill Portable 
lamp guards, wall and receptable 
guards, lamp changers and acces- 
sories. For copy write McGill 
Manufacturing Company, Inc, 
Dept. AL, Valparaiso, Ind. 





Shoe Rack for Floors or Doors 


The new No. 789 Shoe Rack 
introduced by Knape & Vogt Man- 
ufacturing Company can be used 
either as a floor shoe rack or can 
be fastened to the inside of a closet 
door. The convertible folding rack 
is an addition to the company’s line 
of K-Veniences. The rack is com- 
pletely chrome-plated and _ holds 
from 6 to 10 pairs of shoes and is 
adjustable from 18” to 30”. It 
is shipped completely assembled, 
one to a package. Write Knape & 
Vogt Manufacturing Company, 
Dept. AL, Grand Rapids 4, Mich. 


































MODERN 


TIME ano COST 
SAVERS 





Standard Conveyor Bulletin 

The Standard Conveyor Compati§ 
announces reprinting of the com) 
pany’s conveyor Bulletin to af 


Pe 
5A 
2 


new material and additional infor 
mation on 11 standardized conveyul 
units, including the series of Handi} 
drives No. 400, 750 and 1000. Thesd 
units are designed to elevate, lowe’ 
and convey horizontally by gravity 
or power-packaged commoditia. 
Copies of the booklet will be sett?) 
free on request. Write Standari 
Conveyor Co., Dept. AL, 63 Indian 
Ave., North St. Paul, Minn. 
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Plastic Asphalt Cement 


Nu-Phalt Plastic Asphalt 4 
ment is said to be a perfect sellilfy 
companion for Nu-Calk Speiy 
Loads. This asphalt base cem@y) 
is ready for instant use on a 








dry surfaces for sticking down #7 

phalt shingles and general rep) 
work on roofs and flashings. a 
Phalt can be applied around )7 
flashing on chimneys with 4 cab ey 
ing gun, or with a putty knife! = 
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paddle. It is.. applicable to felt 
or metal roofing, concrete or brick 
work. Available’in five convenient 
sizes. Write Macklanburg Duncan 
Co., Dept. AL, Oklahoma City 1, 
Okla. 





















































































tin 
ompali\ 
1e CONF 
D Covell 
infor 
onveyoil 
 Handi# 
). Thest 
e, lowely 
gravity 
10dities. 
be seth § 
tandari 
Indian 4 





: 
{ 
54 
{ 


OSU 


} 


halt 6 1 
et sell in 
k Spel 
e cemely® 3 
on ma 
oe a 




























































Klothes-Katch 


Klothes-Katch, the new article 
for basement laundry chutes, is 
fastened to a basement ceiling un- 
der the clothes chute, and collects 
the week’s laundry as it accumu- 
lates. Advertised as a means of 
keeping basements neat and order- 
ly by doing away with the helter- 
skelter pile of laundry, the article 
also keeps clothing off damp base- 
ment floors. The Klothes-Katch is 
being marketed through lumber 
dealers and is an item that builds 
store traffic since it can be adver- 
tised and sold as an_ over-the- 
counter sale. Each unit is indi- 
vidually packaged in a_ shipping 
carton, Everything is included for 
easy assembly of the prefabricated 
sections, including four flexible 
metal hangers adjustable to any 
position for suspending the Klothes- 
a itch from ceiling joists. Size 

f the Klothes-Katch is 20” x 30” x 
36” deep. Write Klothes-Katch Co., 
Dept. AL, 3413 Boone Ave., Min- 
neapolis 16, Minn. 





New Oven Cleaner 


The G. N. Coughlan Company an- 
nounces Easy-Aid; the product is 
designed to remove burnt-on food 
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and grease from oven interiors, 
burners, grills, etc. without rubbing 
or scraping. Easy-Aid is said to 
work faster _ than established 
brands. Each package is equipped 
with a handy cellulose sponge ap- 
plicator. Easy-Aid will be mar- 
keted through the same outlets as 
companion products, Chimney 
Sweep, De-Moist, and Process 33. 
Introductory offer includes free 
merchandise and will be followed 
by radio, TV and space advertising. 
Two sizes—8 ounces and 16 ounces 
are available. Write the G. N. 
Coughlan Company, Dept. AL, West 
Orange, N. J. 








For Use in Roller-Painting 


Thomas Products Company has 
produced a new, improved reservoir- 
type pan for use in roller-painting. 
The pan, made of one-piece drawn 
tinplate, holds more paint than con- 
ventional types, and prevents the 
possibility of leakage. Called the 
“Leader,” the pan has slotted feet, 








will HIKE 
YOUR 
~ PROFITS « 










New! Hollywood Louvre Windows 
can hike your profits fast! They’re 
new, and they have built-in 
superiorities that will be immedi- 
ately evident to your customers. 


* Install with screwdriver, ver- 


tically or horizontally. 


%. Maximum opening 4 inches, 


yet view is unobstructed. 


* Moisture tight, and locks open 


or closed in any position. 


% Both surfaces washable from 
inside of room. 







HOLLYWOOD LOUVRE WINDOWS, 
357 N. La Brea Ave., 





HOLLYWOOD 
LOUVRE WINDOWS 


Inc. 
Los Angeles 36, Calif. 








from inside 


Modern lines add 
beauty to any home 


Angle deflects rain; 
permits ventilation 


Double controls; 
one section open, 
other closed 








Wash both surfaces 





MAIL TODAY. Get the facts about 
our exclusive, proven merchandis- 














| HOLLYWOOD LOUVRE WINDOWS, Inc. 
357 N. La Brea Ave., Los Angeles 36 

| Tell me about your working model. heme 

" and exclusive territory. 

: NAME. 

| STREET. 

| CITY 

{ 

| STATE 





welded to the pan, that ensure sta- 
bility either when mounted on a 
ladder or placed on table or floor. 
Embossed “chevrons” in the bottom 
of the pan make for easier revolv- 
ing of the paint roller when loaded 
with paint. The pan is designed 
for all four different styles of seven- 
inch Thomas rollers, each available 
with various types of covers—in- 
cluding lamb’s wool, dynel, mohair, 
frieze and twist-weave carpet fab- 
ric—for use with all types of paints. 
Write Thomas Products Company, 
Dept. AL, 8490 Lynden Ave., De- 
troit 21, Mich. 





New Dart Steel Rule 


Modern in design and function 
—that’s the New Dart Steel Rule. 
Dart’s exclusive case design gives 
worlds more viewing area when 
taking inside measurements. Read- 
ings are clearly seen at indicator 
points. “Anti-pop-out” design 
keeps blade in case when not in 
use. Smooth pulling white blade 
stays at length—won’t creep. 
Blades are replaceable in seconds 
without tools. Available in 6 ft., 
8 ft. and 10 ft. lengths. Write Dart 
Manufacturing Company, Depvt. 
AL, Mason, Mich. 


"Mardi Gras" 


“Mardi Gras” is the colorful new 
spatter pattern in Micarta intro- 
duced by United States Plywood 
Corporation. This decorative plas- 
tic sheet is manufactured by West- 
inghouse. The plywood company, 
which serves as distributors for 
Decorative Micarta, announced the 
new pattern is available in six col- 
ors, including red, blue, green, yel- 
low, light and dark grey. Mardi 
Gras was inspired by early New 
England home makers who deco- 
rated floors of their colonial homes 
with random spatterings of bright 
colors. Designed specifically to fill 
the need for something completely 
new in plastic surfaces, the com- 
pany said the Mardi Gras pattern 
has the widest possible application 
in modern decoration. It is ideally 
suited for use in kitchens as table, 
counter and work surfaces, in bath- 
rooms as cabinet ad vanity tops, in 
recreation rooms as bar and play 
table tops, and in living rooms as 
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durable surfaces for coffee tables 
and occasional pieces. Write United 
States Plywood Corporation, Dept. 
AL, 55 W. 44th St., New York 18, 
N. Y. 





Something New in Packaging 


For years the James Knights 
Non-Freezing Wall Faucet has 
been sold to the trade unpacked. 
The company recently adopted a 
new blue and white cardboard car- 
ton for this item. This new pack- 
age will have three major effects 
on merchandising methods. (1) It 
will facilitate packing and han- 
dling. (2) It will make storage and 
inventory of this item much easier. 
(3) It will provide an attractive 
point-of-sale display for retailer’s 
counters and shelves. The carton 
was expressly designed as a selling 
aid. It is attractively printed and 
displays the JK Non-Freezing Wall 
Faucet dominantly. Complete in- 
stallation instructions and_ sales 
features are prominently printed 
on the sides for the benefit of retail 
selling personnel. Write James 
Knights Company, Dept. AL, Sand- 
wich, Il. 








"Swivel Action" 


Arthur Skodnek, president of 
Jasco Aluminum Products Corp., 
demonstrates the patented principle 


of “Swivel Action” on the com- 
pany’s new 3-channel, aluminum 
combination storm and screen win- 
dows. Swivel Action permits clean- 
ing outside and inside of glass 
panels without being removed from 
the frame. The product carries the 
Good Housekeeping Magazine’s 
Guaranty Seal. Write Jasco Alum- 
inum Products Corp., Dept. AL, 
New Hyde Park, N. Y. 
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New Display for Push Buttons 


A new display board for a com- 7 
plete line of push buttons is avail- 7 
able from NuTone, Inc. Measur- 7 
ing 12” by 16”, the two-tone green # 
display is especially designed for 
counter use. Seven different styles 
of push buttons are shown, four of F 
them in two finishes. They are se 7 
curely fastened to the sturdy hard- 7 
board by screws. A small card tells © 
customers the names of the differ- 
ent styles and retail prices. Fea-7 
tured in the display are ‘“Push-7 
Lite’, the electrically illuminated | 
push button, in two models, and the | | 
“Concord”, a replica of an early) 
American doorknocker. The shield: 7 
shaped “Mount Vernon” is als) 
shown with gold and silver finishes. 7 
The “Modern” push button is dis: 7 
played in the upper right-hand cor: 7 
ner. Other push buttons feature 7 
include the “Jewel’’, two styles i 7 
the “Economy” model and tw 
styles in the plain “Round” push = 
button. The new display is avail |~ 
able free of charge to dealers with 7 
regular purchase of NuTone push! 
button assortment. Write NuTone, 7 
Inc., Dept. AL, Cincinnati 27, Ohio. 7 
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Fin-Tube Radiator 

A new type of fin-tube radiatot 
whose extruded collared fins 4 
bonded to a seamless steel pipe ® 
as to become an integral part ° 
it now provides greater radiati(| 
surface for quicker heat and high 
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est Cost 


e Maximum Quality at Low- 


est Cost 


In these times of rising prices, offer your customers beauti- 
ful FORD flush doors! They're volume-produced to sell at 
rock-bottom prices—with no sacrifice of quality. Look at 
these features! 


All-wood 7-ply construction—attractive 3-ply 1/20 
Birch veneers—two lock blocks for hanging on 
either side—precision cut, perfectly sanded—air 
vents top and bottom—bonded with highly re- 
sistant glue—exterior and interior models—Quality 
materials and workmanship throughout! 





DISTRIBUTORS: Write today for full information and prices of 
money-saving, profitable FORD doors! 


RETAILERS: Send for name of your nearest distributor! 


NORTHPORT 
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Northport, Michigan Phone 2322 
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er heating capacity. Described as 
“the fin with the collar that har- 
nesses heat and puts it to work,” 
the radiator is designed for easy 
installation and to provide lower- 
cost heating and maintenance in 
industrial buildings, institutions, 
offices, garages, hot houses, drying 
rooms, and for baseboard radiation 
in homes. For illustrated folder 
write Lee Vine Fin-Tube Radiator 
Co., Inc., Dept. AL, 16 Fair St., 
New Haven, Conn. 





Horizontal Band Resaw 

Several improvements in this 
62” Horizontal Band Resaw _in- 
clude heavy duty Timken tapered 
roller bearings on the 62” diameter 
wheels and a 5-speed gear box on 
the feed drive mechanism replac- 
ing a variable speed friction drive. 
This provides a positive drive for 
the feed mechanism with a wide 
range of speeds. Other features 
of the 62” McDonough Horizontal 
Band Resaw include special type 
feed chains on the top feed works. 
Each feed chain conforms to the 
shape of the stock without marring 
it and prevents the stock. from 
twisting. Driven fluted rollers in 
the feed bed assure steady feeding 
of the stock. The manufacturer 
claims that this type table and 
feed gives longer service than con- 
ventional tables. A choice of three 
types of solid or divided tables is 
available. Write McDonough Man- 
uacturing Company, Dept. AL, Eau 
Claire, Wis. 





The Computyper 

For the first time, an office-size 
machine has been developed that 
incorporates the use of electronics. 


Called the Computyper, the new 
office gadget is unique in several 
ways. First, it doesn’t replace 
business machines now in use, but 
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rather combines a Friden calculator 
with an IBM electric typewriter 
through automotic control circuits. 
It integrates two vital business 
machines that are already enjoying 
widespread use. Now, a calculator 
may be operated—addition, sub- 
traction and multiplication—and 
the results are automatically print- 
ed. By actual test, it is reported 
that calculating and tabulating may 
be done four times faster and the 
human error element present in the 
transposition of figures is elimi- 
nated. The computyper has been 
in use by the armed services for 
over a year. A limited number of 
them, over and above those re- 
quired for filling military contracts, 
will now be available for private 
business. Write Benson-Lehner 


Corporation, Dept. AL, 2340 Saw- 
telle Blvd., Los Angeles 64, Calif. 





Interlocking Steel Door Frame 


The addition of a knockdown steel 
door frame to its line of, building 
products is announced by * The 
American Welding and Manufac- 
turing Company. This frame is 
the culmination of two years of de- 
velopment and field testing. Similar 
in overall appearance to the com- 
pany’s regular one-piece 134” weld- 
ed door frame, the new knockdown 
design takes 1/5 the storage space, 
costs less to ship and is much easier 
to move to where it is to be in- 
stalled. Interlocking features of 
the design are so simple that one 
man can readily handle and as- 
semble the new frame right on 
the job. Frames, primed at the 
factory, are made of 18 U. S. gauge 
steel. They come equipped with 
two 3-knuckle leaves of 34%” x 314” 
hinge welded in place. Two knuckle 
leaves of hinges and hinge pins are 
also furnished; plus two rubber 
bumpers, welded-in plaster guard 
and screws for strike side of jamb. 
Strike plates are furnished, except 
for frames to be used with Schlage 
locks. Frames are supplied with 
anchors for use in stud or masonry 
walls. Write The American Weld- 
ing and Manufacturing Company, 
Dept. AL, Warren, Ohio. 
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"Splendor" Tile Line 

Meridian Plastics, Inc., has an- 
nounced the addition of its 8%” 
x 84%” “Splendor” plastic tile to 
supplement the company’s present © 
line of 415” x 4144” “Astral” plastic © 
tile. The new “Splendor” tile has 
many. special features, such as 
the broad beveled edge, ‘Gripper 
Design” back and “pillars” on the 
back surface to prevent dishing. 
In addition, the colors and designs | 
are perfectly matched with Merid- 7 
ian’s 4144” x 4144” “Astral” line, 
which allow the “Splendor’’ tile 
to be used in combinations with 7 
the “Astral” line. “Splendor” plas- ~ 
tic tile is available in 15 marbled 
colors and 13 plain colors. Photo- © 
graph illustrates one example of 7 
the use of the “Splendor” and © 
“Astral” lines together. Ceilings 7 
and large walls are particularly 7 
suited for combination applications. . 
Meridian Plastics, Inc., plans any ¢ 
extensive sales promotion cam- “| \ 
paign. New literature, sales aids, © 
envelope stuffers and portfolios are — 
now being prepared. Write Merid- | 
ian Plastics, Inc., Dept. AL, Byes: 7 
ville, Ohio. V 
















































"'Kwik-Out" Window Balancer |F 

Made of spring steel, “Kwik-Out” & 
Window Balancers provide a sim 5 
ple means of maintaining a col © 
stant pressure between the window 
and the jamb. This friction * 
ample to hold the window in what 
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Lumber Dealers 
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» Increase your PROFITS and enjoy greater customer satis- 
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faction by selling lumber treated with WOODLIFE,. the 
complete wood preservative. A dip tank will enable you 
to treat all lumber quickly and economically. Whether your 
needs are large or small, we can help you determine the 
correct equipment. Write today for complete information 
covering tank designs for WOODLIFE treating. 


Protection Products Mfa. Co. 





Research Laboratory and Plant KALAMAZOO, MICH. 





1MAKE EXTRA PROFITS with 






with the 


PERMANENT MAGNET 


USE Leco-Latches FOR: Kitchen Cabinets e Medicine 
Cabinets @ Music Cabinets @ Tool Cabinets e House 


Trailer Cabinets e Ship and Boat Lockers e Any 
Cabinet Door! 


Lasts forever — nothing to get out of order. Works per- 
feetly — even if doors sag or warp. Doors open easily — 
without snap, noise or jerk. Holds door in place firmly, 
yet gently. Easily installed. Improves appearance. 


NATIONALLY ADVERTISED — In Better Homes & 
Gardens, House Beautiful, Sunset, Popular Mechanics. Be 
sure you stock and display Leco-Latches, to take full ad- 
vantage of this powerful promotion! 


For literature, prices and name of distributor, write 


Laboratory Equipment Corporation 
St. Joseph 17, Michigan 


Sa 
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EASY INSTALLATION 


With the... 



















Be sure that HUDEE 


Frame fits sink bowl. 


Using HUDEE as 
template, cut open- 
ing in cabinet top. 


Apply corner clips 
and place sink bowl 
in opening. Clips act 
as temporary sink 
hanger. 


© 


a) 


Caulk edges of 
HUDEE, drop in 


place, apply lugs 
from underside. 


Cross-section shows how 
interlocking lug and frame 
serve as sink hanger, Tighten- 
ing screw forces bowl secure- 
ly under the inside flange 
of frame and pulls outside 
flange tightly over the sink 
top covering. 











DISTRIBUTORS IN ALL ‘TRADING AREAS 


For complete details see Sweets Architectural File, No. 24b-SE 
or write today to 


Welz, ESekR axdhber 


MANUFACTURERS AND DISTRIBUTORS 


225 WEST HUBBARD ST. CHICAGO 10, ILLINOIS 
IN CANADA— WALTER E. SELCK AND CO. LTD. — TORONTO 
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ever position is desired, yet allows 
the window to be moved up and 
down easily. The “Kwik-Out” 
eliminates the need for sash cords 
and weights. Windows equipped 
with “Kwik-Out” Balancers are 
said to have the advantage of being 
instantly removable and_ replace- 
able, no tools being required for 
either removal or insertion. The 
window is merely pressed towards 
the side having the “Kwik-Outs” 
and lifted clear of the jamb. To 
reinsert, the side having the 
“Kwik-Outs” is inserted first, 
slight pressure is applied, and the 
other side slipped into its groove. 
Write RCS Tool Sales Corporation, 
Dept. AL, Joliet, Ill. 








New Ranch-Type 
Combination Window 


A new aluminum combination 
storm window and screen has been 
designed especially to enhance 
ranch-type homes or bungalows. 
Smart, clean-lined, and modern in 
appearance, the Compo Ranch Type 
features wide glass clearance. More 
light is let in to give a brighter, 
airier feeling in harmony with the 
“outdoor living” approach of ranch- 
type homes. Rolled aluminum con- 
struction is used throughout for 
greater strength and _ flexibility. 
The new combination has extra 
deep channels at top and bottom 
which hold it firmly in place, yet 
provide instant removal for quick 
cleaning. Self-storing, the Compo 
Ranch Type gives immediate ven- 
tilation when required, plus com- 
plete protection from inclement 
weather. The lower sash is quickly 
raised or lowered in easy-slide chan- 
nels without use of gadgets. Noth- 
ing can get out of order. Like 
Compo’s patented combination doors 
with Ponderosa Pine cores and 
metal surfaces, and custom-made 
combination doors, the Compo 
Ranch Type windows are accom- 
panied with a guarantee. Write 
Compo Miracle Products Company, 
Dept. AL, 15221 W. Eleven Mile 
Rd., Berkley, Mich. 
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Myer-Lee Stairways 
F. H. A. approved Myer-Lee dis- 


appearing Stairways provide an 
easy way to the attic. Only four 
feet clearance directly above the 
well is required and approximately 
two feet at one end of the well. 
Average shipping weight is 85 lbs. 
This stairway-panel unit is made 
of select materials, and left un- 
painted so that it can be finished 
to match the paint in the home. 
The handrails are metal; the panel 
is 2/0” x 5/0”. The stairway hinges 
at above center and rotates up- 
wardly on a fixed shaft in the well. 
Only a minimum amount of effort 
is required to operate the Myer- 
Lee stairway. For descriptive fold- 
er write Foldaway Stairway Co., 
Inc., Dept. AL, 813 Seaboard St., 
Portsmouth, Va. 
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Radiant Ceramic Heater 


An entirely new space idea in 
home and industrial heating—the 
Heatmore Radiant Ceramic Heater, 
offers several important safety fea- 
tures long awaited in the supple- 
mentary heating field. By employ- 
ing an exclusive new ceramic panel 
to house the heating element, Heat- 
more has banished the twin hazards 
of fire and burns that long have 
been associated with ordinary heat- 





ers. Exhaustive UL tests prove 





that accidental contact with this 


heater causes no burns. Another 


UL experiment shows not even the 7 


slightest tendency toward combus- 


tion when a sheet of cheesecloth jy © 
placed in direct contact with the 7 
Still a 3 
third test has found that the Cer. © 


heater for several hours. 


amic panel is fully shatterproof, 


even under extreme tension. In ad- 7 
dition to the safety features, the ~ 


new Heatmore actually provides a 


cleaner, more healthful degree of ~ 
heat by means of the high-resistant ~ 
wire imbedded in the ceramic panel. ~ 
Write Heatmore, Inc., Dept. AL, 7 


738 Broadway, New York, N. Y. 





Storm Pane Floor Fixture 


Arvey Corporation is offering 4 uh 
help-yourself display fixture forf7 
R-V-Lite Ready-Cut Storm Panes. F~ 





The fixture has been designed 4 FF 


a “truly-efficient silent salesman.” 
Topped by display - advertising 
punch with long-range visibility, 
the dispenser-fixture tells and sells 
the entire Storm Pane Story. The 
colorful sign provides a quick det 
onstration of the easy application 
of R-V-Lite Storm Panes. Illus 
trations show window and door !0"} 
stallations being made. 


a glance. Built of sturdy wire, the) 


I 


MER Ter stage 


Bold ty? 
conveys the selling advantages 4! 


fixture holds and displays two cal © 


tons inviting self-service. 


Cotton Reinforced type is packed 
12 ready-wrapped Storm Pane ull! ' 
per carton. No. 36-SP Clear Vit) 


economy-type is packed 36 units 
and 36 sleeve envelopes per carto 7 
Corporation, Dept 
AL, 3462 N. Kimball Ave., Chicas?) 


Write Arvey 
18, Ill. 


It per ie 
mits the dealer a stock of eithel © : 
48 to 72 units. No. 12-SP DeLuxty 
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>) NEW PROFITS 


with 
KITCHEN CABINET 
= _ COUNTER TOPS 





Every 

T 

poe e IDEAL FOR THE 
Guaranteed "DO-IT-YOURSELF" MARKET 
— e USE IN YOUR OWN CUSTOM-BUILT 
efe 


OR KITCHEN REMODELING JOBS 


High quality maple counter tops that offer big sales opportunities 
for you! Sell either as a profitable item to the homeowner doing 
his own remodeling—or as a part of your kitchen remodeling job 
for him! 

These beautiful tops will last a lifetime, are waterproof and 
warp-resisting. Paraffin-oil finish. 

In standard sizes, with or without 4-inch backsplash. 112 inches 
thick, = 25” x 15"-18-21"-24"-27""-30"-36""-42""-48" 


Also WORK BENCH TOPS of ALL TYPES for factories, schools, 
laboratories, and for home work shops. 


Write today for complete information, including low 
price lists and discount structure. 


POLLAK INDUSTRIES CORPORATION \ 


Escanaba, Michigan 


Supplier of Fine Cabinet Tops to the 
Nation's Leading Kitchen Cabinet Manufacturers 


to Satisfaction 
vr Lumber 





















STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 








DOUGLAS FIR 
WEST COAST HEMLOCK 


G 


e THE Griswo_p LuMBER Go. , 


Vanufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 


fy) 
Siene ependable 


Values 











CARLTON. OREGON CARLTON, OREGON 
15 Million Feet Annvel Cur 45 Milien Feet Annvol Cur 


Telephone ATWATER 8319 
AFFILIATED 
MILL INTERESTS: 


BuILDING Propucts MERCHANDISER 


Carlton Manufacturing Co. L. M. L. Lumber ze 








Nearly Two Acres of MFMA 


NORTHERN HARD MAPLE 








L je? a 
4 gr 4 = N. ha Pag sg [\ \ 
Lat ot? 0 ational Bellas Hess, Inc. AY 
ra go?” S 
y This heavy duty warehouse floor gets 
/\ its load rating with 2545’’ x 214'/’ MFMA 


Third Grade Northern Hard Maple, laid 
over 214'’x 6’ t & g sub-flooring: You can 
sell thrifty Third Grade in volume these days for all types of 
industrial construction. Write for ‘‘Thrifty’”’ Third Folder. 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 


Suite 584, Pure Oil Bldg., 35 E. Wacker Drive a 
CHICAGO 1, ILLINOIS 








J. NEILS LUMBER 
COMPANY 





Since 1895 


Manufacturers of Highest Quality 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE - DOUGLAS FIR 
LARCH ¢ ENGELMANN SPRUCE 


MILLS: Libby and Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 
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“PARALLEL ACTION PLIERS 


The Mechanical Hand with the Vise-Like Grip 
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New Pilfer-Proof Display 


A pilfer-proof display is now 
available for Sargent’s parallel 
action ‘“Mechanical-Hand” plier 


line. The display holds three No. 
102 pliers: one each 414”, 54” 
and 64%”. A concealed rod, which 
passes through the open “throats” 
of the three pliers, anchors them 
to the display and prevents theft. 
The dealer can easily remove the 
rod to demonstrate the pliers. The 
display is the central feature of 
Sargent’s new “Buy-a-Plier” Mer- 
chandising Kit, part of an exten- 
sive promotion of the firm’s com- 
plete line of “Mechanical Hand” 
pliers for household, automotive 
and sporting use. In addition to 
the display the kit includes two 
each No. 102 pliers 44%”, 514”, 
and 614” and one 8”; a mounted 
ad reprint from Popular Mechan- 
ics, Popular Science and Better 
Homes and Gardens; and a quan- 
tity of consumer literature. Pliers 
shipped before Christmas will be 
Christmas wrapped, and a Christ- 
mas banner will be included with 
each display. Write Sargent & Co., 
Dept. AL, New Haven 9, Conn. 


Improved Folding Rule 


Smoother folding rule action, 
greater accuracy and joints that 
will not get loose, are advantages 
announced by Eagle Rule Mfg. 
Corp. for the new coil spring joints. 
The feature of this new develop- 
ment is the inclusion of a coil 
spring in the interior mechanism of 
each joint of a wood folding rule. 
Evald Gasstrom, vice-president and 
sales manager, reports this consti- 
tutes the greatest improvement in 
folding rules in 20 years, and marks 
another “first” for the United 
States in the technical field of meas- 
uring instruments. Eagle Rule has 
built a new testing machine which 
cycles the joints to reproduce the 
wear incurred in normal use of a 
rule. Whereas some rule joints 
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either freeze up or get completely 
loose at 900 cycles, others at 5,000, 
and still others at 10,000 to 20,000 
cycles (government specification 
calls for 7,000 cycles), the new coil 
spring joint is still like new after 
75,000 cycles, and the manufacturer 
doesn’t know yet at what point the 
joint will break down. 75,000 cycles 
is the equivalent of a carpenter 
using the rule 50 times a day for 
six years. Write Eagle Rule Mfg. 
Corp., Dept. AL, 510 Hunts Point 
Ave., New York 59, N. Y. 





SEND FOR THESE: 





Ready-built breakfast nooks de- 
signed for easy installation in the 
kitchen will be marketed nationally 
under the registered name Kitchen 
Hostess. Distributors and dealers are 
now being appointed. A catalog, com- 
pletely illustrated in color, describing 
the various styles of Kitchen Hostess 
Nooks and suggesting kitchen layouts 
is just off the press. Write Bianco 
Mfg. Co., Dept. AL, St. Louis 4, Mo. 


The many features of Hako Vinyl- 
flex Plastic Floor Tile are described 
in a colorful new four-page brochure. 
All of the advantages, applications, 
sizes, and descriptions are included. 
Beautiful color illustrations revealing 
actual home installations serve to 
show the new Vinylflex Plastic Floor 
Tile to fine advantage. For copies of 
the new booklet write Hachmeister- 
Inc., Dept. AL-2, Pittsburgh 30, Pa. 


An 82-page manual has just been 
completed giving data and specifica- 
tions for Careystone Corrugated 
Asbestos-Cement roofing and siding. 
Included are numerous drawings and 
photographs showing exact method 
of application and erection. Applica- 
tion recommendations, shipping and 
crating information, suggested spe- 
cifications and suggestions to users 
as well as information for estimating 
quantities are incorporated. A _ de- 
scription of the Carey estimating 
service and engineering service can 


also be found in this complete 
Manual. Write The Philip Carey 
Mfg. Company, Dept. AL, Cincin- 
nati 15, Ohio. 

New consumer brochure on self- 
installation of KenRubber flooring 


gives step-by-step instructions on 
everything the homeowner needs to 
know to install his own rubber tile! 
How to measure the room so as to 
determine the number of tiles to be 
used; how to plan a border, how to 
fit and cut it. The brochure explains 
how to fit the tile to door trim, around 
pipes and radiators, how to prepare 
the underfloor, properly spread the 
adhesive, and how to firmly cement 
down each tile, starting from one 
corner of the room. Included are in- 
structions on installing KenRubber 
Base to bridge the dirt-catching gap 
where floor meets wall. Also included 
are hints on how to properly pre- 
serve the beauty of KenRubber floors 
with Kenwax and Ken-Cleaner, or 


October 


Kengrip Wax. Write Kentile, Inc, 
Dept. AL, 58 Second Ave., Brooklyn 
15, N. ¥. 


An overhead door hardware parts 
and specifications manual describes 
every type of home and industrial over- 
head door installation (excepting roll- 
up types). The new manual includes 
detailed specifications for standard 
and “low head” jamb types, “roll-in” 
track, and pivot installation. Door 
truss assembly information and reec- 
ommendations for door dimensions 
also are included. The catalog corre- 
lates all Sturdee models into a self- 
explanatory booklet which defines the 
purpose each unit serves. For copy 
write Sturdee Steel Products Co, 
Dept. AL, 6820 Brynhurst Ave., Los 
Angeles 43, Calif. 


31 Ways to Build More Space into 
Your Present Home: Here’s an idea 
booklet that was planned for the 
thousands of growing families that 
are finding their present homes too 
small. It contains dozens of practical 
tips on how to remodel for more 
sleeping rooms, larger living areas 
or greater storage space. One idea, 
for example, shows how a new wing 
can encompass a sheltered patio for 
outdoor living. One section illustrates 
several ways to get more headroom 
in the attic. There are tips, too, on 


how to rélieve a cramped kitchen, © 


how to plan dual purpose rooms, and 


how to solve many other space prob- © 


lems. “Here’s How to Stretch Your 
Home for Better Living” is the title 
of this useful illustrated idea booklet. 
A copy can be obtained for 10c by 
writing Ponderosa Pine Woodwork, 
Dept. AL, 38 South Dearborn St. 
Chicago 3, Ill. 


“Alumi-Door”, is illustrated in a 
new pamphlet giving condensed in- 
formation. This all-aluminum over- 
head garage door is equipped with 
either track or jamb hardware. The 
descriptive pamphlet presents illus- 
trations and construction details on 


both the door and hardware, and the § 
application of “Monocoque”’ facing 15 | 
explained. . . “Monocoque” is a meth: | 
od developed by the aircraft industry | 


by which aluminum is given impact | 
resistance without adding weight. 


short illustrated description of the) 


firm’s photo installation instruction 
sheet is also included. For copy o 


pamphlet write Stevens-Thuet (0. 


Dept. AL, 2165 Cowles 


St., Long} 
Beach, Calif. : 





Profits in Floor Coverings 
There’s extra profits in_flo0 
coverings. Read how 4 Wash 
ington State dealer makes thes 
extra profits in “Floor Coverin® 
Specialist” on Page 42. 
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HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


e 
GRADED SAWDUST 
& 
High Grade Northern Hardwoods 
* 


Custom Kiln Drying 


Members: M. F. M. A. WN. HL A. N.H. & HMA 


COCONTO, WISCONSIT 


NS 


YOUR LUMBER SOURCE 
FOR, 


YS 
& . \“T 


SN 
\y 
NSS 


Dealers—it will pay 
you to investigate 
the top quality lum- 
ber products and 
service offered by 
W. T. Ferguson Lbr. 
Co. You can’t beat 
Ferguson for value. 
Call, Wire or Write 
Ferguson today for 
your lumber needs. 





ssourt 


et. Louis. Mi " 
i cote Cen” e646 \ 
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Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 
FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 


@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 
MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 
QUALITY LUMBER 





Air-dried Kiln-dried 





DRIVES HEAVY 
DUO-FAST STAPLES 





Here's a sturdy, powerful, one-hand tacker designed specifically for the Ceiling 
Tile job. Greatly speeds and simplifies the installation. It’s the tacker your 
customers need. 


Model CT-859 supplements the other Duo-Fast Gun Tackers and Hammer 
Tackers so widely used in building work. For complete information send this 
coupon today 

















TELL US MORE Our Business is I 
about Duo-Fast : 

1°@ Tackers for — | Company Name ; 
Address ' 

b 





City State 


we on ne eee ee aed 
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NAMES IN THE NEWS 


Rilco's New Construction Project 


W ork is pro- 
gressing on the 
new half-million- 
dollar plant of the 
Rileo Laminated 
Products, Inc., in 
Albert Lea, Minn. 
George E 
Schweitzer, gen- 
eral manager of 
Rileo, explained 
that the company 
is expanding its 
production facili- 
ties to meet the 
increasing de- 
mand for glued- 
laminated wood 
framing mem- 
bers. 

The new construction project con- 
sists of three buildings—a 200’x240’ 
building, built with Rilco trusses in 
tandem, 120’ lined up with 80’ making 
a total width of 200’. These trusses 
are spaced 20’ on centers; a lumber 
preparation building, which measures 
70’x100’ with a resaw annex, 32’x52’; 
a lumber storage shed, 74’x216’. It 
will be equipped to process 30,000 to 
40,000 feet per day on a single shift 
basis, primarily heavy laminated 
trusses, arches and beams for com- 
mercial construction. 

Rilcos present Albert Lea plant will 
limit its production to farm products, 
while the Independence, Kan., plant 
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will continue producing both farm and 
commercial glued-laminated wood 
structural members. 


Changes in Management 
of Wm. Cameron & Co. 


F. R. Weddington, formerly vice- 
president and general manager of 
Wm. Cameron & Co., Waco, Tex., was 
recently named president of the com- 
pany, succeding G. H. Zimmerman, 
deceased. 

E. Y. Boynton, vice-president, was 
elected chairman of the board. Sales 





Manager Coleman Dever, was named a 
Mr. Dever will be & 
former © 


general manager. 
succeeded by Bob Byford, 
products manager. 


Fall Sales Campaign for West 
Coast Plywood Announced 


West coast plywood manufacturers 
will cut loose in November with a 
slam-bang $100,000 fall sales promo- 
tion calculated to send 1952 
plywood sales to an all-time high. 
The industry is 
spectacular year-end push on top ofa 
continuing sales promotion program 
which already has reached record 
levels this year. 
W. E. Difford, new managing director 





retail x 


pyramiding its § 


The brain-child of ¥ 


of the industry’s trade association, s 


the promotion will dramatize plywood 
as “today’s best buy” for fall building 
jobs like remodeling, boats, farm 
buildings and Christmas shop pro)- 
ects. 

“In terms of end-use value,” Dif- 
ford said, “fir plywood is the bargain 
building material. As our advertis- 
ing points out, a spare-time crafts- 
man can build a luxurious wardrobe 
with less than $55 for the plywood or 


a striking storage table for under $10 | 
for plywood. This means that with | 


the cost of living and building con- 
tinuing to rise, practical fir plywood 
is the economical ally of both pro- 
fessional and amateur builders.” 





OAK @ 


“Mt. Vernon” is the home-mark of customer 
satisfaction. Made from top-quality lumber, 
carefully manufactured and graded, you 
get guaranteed quality from every shipment. 


ALSO BAND SAWN HARDWOODS 


Latest Equipment: Dry Kilns, 
planing mill and flooring plant 


send us your inquiries 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 
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~ COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 
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-|| TWIN HARBORS LUMBER COMPANY 


mh Aberdeen, Washington 
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=| WEST COAST WOODS AND SHINGLES 


SCHOOLS HOSPITALS © INDUSTRIAL * COMMERCIAL 
ay = RESIDENTIAL * CONSTRUCTION ... 


Get the MOST for 
Your Building $$’s 


ONLY PULLMAN 


} SASH BALANCES 
GIVE YOU ALL THESE FEATURES 


1. PERFECT BALANCE... window weight absolutely 


balanced. 


2. EFFORTLESS ACTION .. . no weight to lift... 


windows raise easily. 


3. LOW COST, EASY INSTALLATION .. . use 
regular pre-fabricated windows . . . a minimum of 
on-the-job carpentry work. 


4. LIFETIME GUARANTEE ... 
guaranteed against imperfect 
workmanship or materials for 
the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 
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GIVE CONDENSATION 
THE AIR with 
“MIDGET LOUVERS” 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 








Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 
basement walls, cupboards, closets, storm sash, 
etc. Write for information.' 















THE 


MIDGET LOUVER CO. 


6-8 WALL STREET © NORWALK, CONN, 
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THIS WAS NBC’s 


Radio-TV 
quarters for the Republican and Demo- 


head- 


cratic national conventions as _ it 
looked during construction. Insulite’s 
Smoothlite interior board was used 


on ceilings and walls of the temporary 
quarters. 


Smoothlite Used in NBC's 
Convention Quarters 


A Chicago lumber dealer and a 
construction firm got an assist for 
the excellent radio and television cov- 
erage of the recent national political 
conventions at the International Am- 
phitheatre in Chicago. 

Pirot Construction 


Company was 


Walter E. Selck 
and Co. recently 
announced the 
winners of its Ar- 
borite Display 
Contest, whic h 
ended last June. 
The contest was 
designed to pro- 
mote the sale of 
Arborite hard 
plastic laminate 
among Selck’s 
dealers in the ter- 
ritories covered 
by their salesmen. 

The . first prize 
—a week at one 
of the most mod- 
ern summer es- 
tates in the North Woods, for the 
dealer and his family—was won by 
Kiple and DePringer Furniture Co., 
Ottumwa, Iowa. They built a complete 
kitchen in their window, with walls 
and all surfaces covered with Ar- 


Winners by Selck's Arborite my Contest 

















borite. The second prize of $100.00 
was won by the Furniture Mart, Mt. 
Pleasant, Iowa. Third prize—$50.00— 
went to Anderson Floor Coverings, 
Bloomington, Ill. Fourth prize went to 
Miller-O’Neill Co., Decatur, Ill. 





the contractor for the television and 
broadcasting studios and offices, which 
occupied 50,690 square feet in the 
North Wing of the International Am- 
phitheatre. The A. H. McGrew Lum- 
ber Company furnished all of the 
lumber requirements. 

Insulite’s Smoothlite interior board, 
a %-inch factory-finished board, was 
the wall material used in the tem- 
porary quarters. More than 200,000 
square feet of wall area was covered 
to handle the radio-TV people. 


Joins Contact Lumber Co. Staff 


Leo Donnelly, president of Contact 
Lumber Co., Portland, Ore., announced 
that A. J. Glasson, Jr. , recently joined 
the staff of Contact Lumber Co. as 
lumber buyer and salesman. Outside 
of the years spent as a Navy pilot in 
World War II, Mr. Glasson has spent 
the last two years in the wholesale 
lumber business and prior to that had 
some years of experience in the mill 
end of the business—part of the time 





Trade Mark 









PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





CALIFORNIA 












































"There's a smart monkey! He looked 
into the Government restrictions on 
building and found out they aren't as 
tough as most people think!" 


Name 
Address 





“| GET YOURSELF MORE 
BUSINESS by using our car- 
in your 
advertising. There are 104 
cartoons on 
Roofing, Additions, 
etc. Mats come in 
| and 2 column sizes. Also 
350 tie-in copy suggestions. 
Write today for information 
on EXCLUSIVE for your city. 


LIL-AD FEATURES, 


RFD 3, Santa Ana, Calif. 


toons 


Homes, 
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newspaper 


Remodeling, 
New 











ASK YOUR WHOLESALER FOR OUR LUMBER 





W. M. McGowin LumberCo. fegratiaa 


PINE APPLE, ALABAMA 
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YELLOW 
PINE 
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JIFFY-SET 


SLIDING DOORS 





INSTALL IN ® THE TIME NEEDED 
FOR OTHER SLIDING DOORS !!!!! 


(4) HERE'S WHY! 


The unique hanger plate diagrammed below eliminates scribing 
and cutting door. The door is plumbed true to face jamb by 
a simple turn of the adjustable hanger. That's all there is to it 
—you're set in a jiffy! Installation time is just about one-third 
that needed for other sliding doors. 


In addition, the Jiffy-Set Sliding Door Frame is completely 
packaged and ready to install. Frame parts are precision man- 
ufactured of quality materials to guarantee years of pleasant 


satisfaction. 
a el REST AOLE 
IGER 
LOCK 
NUT 
4 
wi 


~ LEADING 
E 
OF DOOR —} 


SO REMEMBER! Where both 
quality and speedy installa- 
tion are important — ONLY 
JIFFY-SET has the adjustabie 
hanger. Why don’t you 
write today for full details! 
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THE SUNSET MANUFACTURING CO. 


414 E. California Ave. Bakersfield, Cal. 























Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available — 


Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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CONNOR 


“LAYTITE” 


Maple and Birch Flooring 


in Cartons 
(or regular lengths in bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 
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with Pickering Lumber Co. and the 
rest with Brooks-Scanlon, Inc., Bend, 
Ore. 

Mr. Glasson is the son of A. J. 
Glasson, president of Brooks-Scanlon, 
Ine. In his new position, he will re- 
lieve Mr. Donnelly of a great deal of 
traveling. This will give Mr. Don- 
nelly more time to devote to some 
of his hobbies. 

For many years Mr. Donnelly has 
been interested in “Boys Work,” and 
for the past four years has sponsored 
a winning Grant High School team 
in the American Legion Junior Base- 
ball League. He employs’ expert 
coaches for these teams and takes 
great pride in a number of boys who 
have gone to the big leagues. His 
own son is an athlete who has at- 
tracted the attention of Oregon sports 
editors. Not yet 17 years of age, he 
holds the present title of Oregon 
State Junior Champion in golf. 


Renshaw Smith Joins Kyanize 


To pavethe 
way for an ag- 
gressive period of 
product and sell- 
ing expansion, the 
Boston Var- 
nish Company 
has elected Ren- 
shaw Smith, Jr. 
to the newly-cre- 
ated office of ex- 
ecutive vice-presi- 
dent and general 
manager. Now at the peak of a vigo- 
rous career of 30 years in the paint 
business, Mr. Smith brings to the 
Kyanize line an extraordinary knowl- 
edge of every phase of the paint 
manufacturing business. 

Renshaw Smith, Jr. was originally 
a cub salesman in the New York City 
sales force of Devoe and Raynolds. 
He rose to sales manager of that 
group, and later held executive sales 
positions in various parts of the coun- 
try, especially Chicago. 

When Devoe and Raynolds acquired 
the Wadsworth Howland Company of 
Malden, Mass., in 1925, Mr. Smith was 
appointed its general manager. He di- 
rected all activities of that company 
for a period of 16 years, before re- 
turning to the Devoe and Raynolds 
management group in New York as a 
vice-president and director with par- 
ticular responsibility for all trade 
sales. During his career Mr. Smith 





Renshaw Smith 





"Victory Dinner," 


Business today is encouraging 
wholesome boyhood athletics by spon- 
soring fully organized and_ well- 
equipped midget ball teams playing 
in community leagues. By such an 
investment in this pattern for devel- 
oping clean living and good citizen- 
ship, Bradley Lumber Company, War- 


Bradley formes Midget Ball Team 


ren, Ark., sponsors its own Midget 


Baseball team which won the 1952 


Warren city championship with a | 


record of 10 games won to one lost. 
Celebrating its success, the team and 
its coach are pictured above enjoying 
its “Victory Dinner” in the Bradley 
Room at the Hotel Southern. 





served as president of both the New 
England and the New York City 
groups of the Paint, Varnish and 
Lacquer Associations. 


Braund Appoints Officers 
of New Florida Warehouse 


W. R. Braund, president of W. R. 
Braund Co., Birmingham, Mich., re- 
cently announced the opening of a 
new warehouse in Orlando Fla.—the 
Central Florida Plywood & Door Co. 

Mr. Braund now serves as president, 
Jack Lennie, vice-president and treas- 
urer, and Harold Palmer secretary of 
the new company, warehouse for birch 
and fir plywood and birch flush doors. 


Michigan Salesmen ''Picnic’’ 


The 25th Annual “Picnic” of the 
Michigan Association of the Traveling 
Lumber and Sash and Door Salesmen 
went off with its customary vigor on 
the 13th of September at “Franken- 
muth,” attended by 308 dealers, sales- 
men and friends. The weather was 
ideal; Hubinger’s Grove never more 
beautiful. 

Unlike the former tussles of the 
Wholesalers versus the Retailers, with 
their burlesqued lopsided scores, the 
ball game was tied at 6 all when dark- 
ness ended the 11th inning. 
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W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 





Dixie Brand Oak Flooring — Oak Dimension Stair Treads 
Oak Trim and Moulding 


C. S. Ronzio A. R. Bowen 


. Hager Hinge Opening New 


Sales Office in New York City | 


C. Hager & Sons Hinge Manufac- 
turing Company, St. Louis, has an- 
nounced the opening of a new sales | 
office in New York City to service | 
Hager accounts throughout the New | 
York and New Jersey area. 


Hager’s new sales office will be | 
headed by Charles S. Ronzio and A. B. 
Bowen. Mr. Ronzio has been with 
Hager St. Louis headquarters since 
1941. Mr. Bowen was formerly with 
Oldham-Rust Company. The new of- 
fice will be located at 141 E. 44th St | 
Room No. 812, New York. 








Club Room Brings Customers : 


One way to bring women into 
your store is to provide a place} 
in your store for meetings) 
Read what one Minnesota deal: 7 
er did to bring in women CUS) 
tomers in 
Many Uses” on Page 70. 
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| . . . greater profits... 
. faster sales .. . 








Many models—and your choice 
of alternate features — make 
these authentic Colonial corner 
cabinets sell as fast as you can 
stock them. 
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A postcard will bring details and 
our extra-generous dealer discounts. 














in the service of 


LUMBERMEN 

















Operating in New York state as 
Lumbermen’s Mutual Casualty Company of Illinois 
James S. Kemper, chairman e H. G. Kemper, president 

Chicago 40 














@ Specialists in protection for the 
lumber industry. 
@ professional safety engineers. 
@ more than 90 branch claim offices 
coast to coast and in Canada. 











| 





Substantial dividends have been returned to policyholders since organization in 1912. 
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AUTOMATIC 


TANNEWITZ ote: 


for Swing Saws 


SAVES °* 


30 Days Free Trial 


$30 te $50 A MONTH 
iUsmeie® AMO 1A808 
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TANNEWITZ WORKS 


G@ANO RAPIDS 
MICHIGAN 
Dirt. «4 
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Lumber Corp., Carlton, Ore. 
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Manufacturers 
Douglas Fir 
A Sustained Yield Operation 


E. J. Linke, Pres, Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 
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Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 
Under Roof. Assures you quick 
Shipment Regardless of Weather. 


THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 


The Ralph L. 


Gi 
ss MITH 


Lumber Company 


} CALIF. 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 












Members: 
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Manufacturers of Band Sawn 


@ NORTH CAROLINA PINE 
@ SOUTHERN HARDWOODS 





Mixed cars 
mouldings. 
flooring. base- 
board. casing, 
finish stock, 
sheatbing, 
boards. dimen- 
sion. etc 


@ CYPRESS 


@ END-MATCHED 
PINE, OAK, MAPLE and GUM 
FLOORING 











SOUTH CAROLINA 


MELEY, 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
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OBITUARIES 


Clement W. 
Gamble, executive 
vice president of 
the Boise (Idaho) 
Payette Lumber 
Co. and presi- 
dent-elect of the 
National Retail 
Lumber Dealers 
Association, died 
suddenly from a 
heart attack on C. 
Oct. 4 while at- 
tending a football game in Seattle 
between the University of Washing- 
ton and the University of California. 
He was 67 years old. 

Born in Fargo, N. D., Nov. 6, 1884, 
Mr. Gamble moved to Yakima, Wash., 
in 1905 to manage retail lumber yards 
for the St. Paul and Tacoma Lumber 





W. Gamble 


Co. In 1916 he became general man- 
ager of the Boise Payette Lumber 


Co. retail yards and later vice presi- 
dent. In 1948 he was named president 
of Morrison-Merrill & Co., wholesale 
building materials supply house, Salt 
Lake City. 

He was also a director of the Title 
Insurance Co.; Lumberman’s Finance 
Corp., St. Paul; Westcott Oil Co., 
Boise; First Security Corp., Ogden, 
Utah, and St. Luke’s Hospital, Boise. 

Active in civic affairs, Mr. Gamble 
was Boise’s first Community Chest 
president and a past president of the 
Boise Chamber of Commerce. He was 
one of the founders of the Boise Ki- 
wanis Club and a past president of 
Western Retail Lumbermen’s Asso- 
ciation. 


Mr. Gamble is survived by his wife, 
Mrs. Claire Gamble; two sons, Thomas 
Gamble of Spokane and Dr. John 
Gamble of Ann Arbor, Mich.; two 
daughters, Mrs. Jean Lawson of Los 
Angeles and Mrs. Claire Jones of 
Carmel, Calif.; his mother, Mrs. 
Jessie Gamble of Colorado Springs, 
Colo.; one brother, William W. Gam- 
ble of Arcadia, Calif, and two sisters, 
Mrs. John Bonforte of Colorado 
Springs and Mrs. Lloyd Woodnutt 
of Escandido, Calif., and eight grand- 
children. 





"DRIVE-PAST" SPOT - - - 
BECOMES "DRIVE-IN" 


continued from page 62 





Though this is something of a 
departure from standard building 
supply lines, Clovich believes that 
it is a logical extension of his 
services, since landscaping and 
home building are closely related 
to one another. His investment in 
nursery stock and bedding plants is 
about $200 with a complete turn- 
over about once in two months. 
With a profit margin of 509%, gross 
profit here is about $100 monthly. 

Clovich plans to carry his present 


amount of nursery stock the year 


around, since it makes the yard 
more attractive at all times. In 


garden supplies in general, he main- 
tains a stock of about $1,200, which 
turns about three times, most of it, 
of course, in the spring. 

Sales of materials for outdoor 
grills have keen sharply boosted by 
a model fireplace grill at one end of 
the fenced-in display yard. 





GRADE "A" PROFIT PLAN 


continued from page 58 





a combination life-insurance-and- 
annuity plan, three-fourths of 
which the company pays. He 
also offers free Blue Shield pro- 
tection. 

A farm boy, brought up in the 
Independence area, Greenley start- 
ed out with a tired old truck in 
1936, hauling grain. He soon 
acquired a farm equipment agency, 
a lumber yard, a sand-washing 
plant and a ready-mix concrete 
plant. Last year he was rated by 
people all over the state of lowa 





(eer 
as the state’s outstanding young 
businessman. tool 

“You can’t buy a worker’s loy- | "0" 
alty,” Greenley observed, “but | D 
you can make him feel that his | sale: 
work is appreciated. A bonus | “!S" 


” 


plan sure helps. 











to slightly less in diameter. 


Meridian, Miss. 





CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 


Only genuine Simonds Bits and Shanks used. 
Over 50 years’ experience 
J. H. MINER SAW MFG. COMPANY 


The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 








ye yi 
Ehiward J. Koza Company 


WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 26, ILL. 
TELEPHONES: ROGERS PARK 4-7148 & 4-7149 
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WESTERN 


FOREST 
PRODUCTS 








DEPENDABLE 
SERVICE 
SINCE 1928 




















SUGAR 
PINE 





Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose” 
| KIRBY BUILDING 


| "Is it as Good as Kirby's?” 
a 


ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 


#1. MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Pattern Lumber 


Selects and 


Shop 


HOUSTON, TEXAS 
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n- [| Answers to 
+h | What's Your Answer? 
it, fe 
| Stop! Read questions on page 82 
or | i—Fencing mainly. See others in 
DV story p. 60. 
of 2—Information on  pressure-treated 
fence posts. See U.S. Steel ad, 
F D. da. 
' 3—I1t should be good. See News 
Briefs, p. 9. 
= {John Hassall Ine., Brooklyn, N. Y. 
See ad p. 72. 
5—Sawyer’s—Worcester, Mass. See 
_ ad p. 32. 


his 


CAS 


> NEW 
/ PAIGN YOUR FINEST SALES TOOL 





6—Leco-Latch, magnetic latch for 
cabinet doors. See ad’ p. 89. 

7—Up. For how much see New York 
Times report, p. 7. 

8—The R-B Company’s_ Roll - Off 
truck body. See ad p. 104. 

§9—Pegged redwood paneling. See 
story p. 37. 

10—Infra Insulation, Inc., New York 
City. See ad p. 6. 





"DO-IT-YOURSELF" 


continued from page 57 





tools to do an outstanding promo- 
tion job in this market. 

Dealers who helped plan this new 
sales promotion kit were very in- 
sistent that the entire approach 
sshould be practical and convenient 
Sfor the retailer. At their sugges- 


M tion the kit is completely flexible so 


that you can use these effective 
tools either as your company’s 
principal advertising theme or to 
i supplement other advertising and 
promotion, 


at 
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WILL THESE NEW PRODUCTS 
HELP OR HURT YOU? 


continued from page 57 
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Beither or 
plastic: 
> Moulding and trim; window, 
door and cabinet hardware; cabi- 
net work of all types including 
ekitchen, medicine and bathroom; 
Sash, doors, grills, siding, roofing, 
Screens, step ladders; vents, 
hreshold, tileboard; garage doors, 
ipe, flashing, floor covering, step- 
ping and clothes poles. Insula- 
# on from plastic and flooring from 
combination of the two. Light 
. luminum girders in place of 
heavy dimension. Paint has al- 
ready made a major switch. 
I would like to repeat my prin- 
ipal theme that, as retailers, we 
ust not resist a particular ma- 
erial as distinct from the func- 
ional use for which the product 
S built. The experience in many 


both aluminum or 
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etail yards in losses of steel sash 
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CAM. 


business to specialty houses is an 
excellent example of what I mean. 

It is my hope that, as an indus- 
try, we can promote them aggres- 
sively enough to become recog- 
nized as the established method 
of distribution and not watch the 
business drift off into other chan- 
nels, taking with it part of our 
present volume. 

Be ready to consider the new 
products as an addition to the line 
even if the salesman tells you it 
is a way to brush on nails. 





Statement required by the Act of 
August 24, 1912, as amended by the Acts 
of March 3, 1933, and July 2, 1946 (Title 
39, United States Code, Section 233) 
showing the ownership, management, 
and circulation of AMERICAN LUMBERMAN 
& BUILDING PRODUCTS MERCHANDISER, 
published every other week at Chicago, 
Illinois, for October 1, 1952. 


1. The names and addresses of the 
publisher, editor, managing editor, and 
business manager are: 


Publisher, Herbert A. Vance, Chicago, 
Ill. 


Editor, Arthur A. Hood, Chicago, III. 


Managing Editor, Gordon J. Lawler, 


Chicago, Ill. 
Business Manager, none. 


2. The owner is: (if owned by a cor- 
poration, its name and address must be 
stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding 1 percent or more of 
total amount of stock. If not owned by 
a corporation, the names and addresses 
of the individual owners must be given. 
If owned by a partnership or other unin- 
corporated firm, its name and address, 
as well as that of each individual mem- 
ber, must be given.) 


AMERICAN LUMBERMAN, INC. (a _cor- 
poration), 139 N. Clark St., Chicago 2, Ill. 


—Owned by: 

Vance Publishing Corporation (a cor- 
poration), 139 N. Clark St., Chicago 2, 
Ill. Whose stockholders are: 


A. E. Monetti, 20 Exchange Place, New 
York, N. Y. 


Arthur A. Hood—Herbert A. Vance— 
139 N. Clark St., Chicago, [1]. 


8. The known bondholders, mortgagees, 
and other security holders owning or 
holding 1 percent or more of total amount 
of bonds, mortgages or other securities 
are: (If there are none, so state.) None. 


4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting; 
also the statements in the two paragraphs 
show the affiant’s full knowledge and be- 
lief as to the circumstances and condi- 
tions under which stockholders and secur- 
ity holders who do not appear upon the 
books of the company as trustees, hold 
stock and securities in a capacity other 
than that of a bona fide owner. 


5. The average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the 12 months 
preceding the date shown above was: 
(This information is required from daily, 
weekly, semiweekly, and triweekly news- 
papers only.) 


HERBERT A. VANCE, 
Publisher. 


Sworn to and subscribed before me this 
17th day of September, 1952. 


ELoIsgE M. KUHN, 
Notary Public. 
(Seal.) 


(My commission expires Nov. 28, 1953.) 





Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date - 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 


3 Times — 9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times —7c per word for each insertion. 
Minimum charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are spe os 
or used, regular line rate is charged. 

When answering box numbers or mailina 
copy for ads address them to: 

Terms — Cash With Order 
Minimum Charge §2.00 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St.. Chicago 2, Ill. 


HELP WANTED 


EXECUTIVES—ARE YOU CONTEMPLATING 
A CHANGE? Then why trust to luck in lo- 
cating your new position? Let us tell you 
about our service which is an economical, 
effective and confidential method of opening 
the door of opportunity with the right em- 
ployer. We can help you locally or at distant 
points. Full details without obligation. HINES 
EXECUTIVE SERVICE, 5355 W. North Ave., 
Chicago 39, Illinois. 











WANTED 
ALUMINUM WINDOW SALESMAN 
For West Coast 


Leading manufacturer of aluminum 
prime windows firmly established in 
business on West Coast wants experi- 
enced salesman to head up sales in 
this territory. Excellent opportunity for 
right man. Give full particulars about 
— when answering, Box B-4l. 
erican Lumberman. Inc. 





WANTED 
UNHAPPY SALES EXECUTIVES 
IN THE BUILDING MATERIAL FIELD 


A large, well known, national manu- 
facturer of steel garage doors wants 
immediately two district sales man- 
agers—one for the North Atlantic 
Seaboard area and one for the Ohio 
Territory—(Ohio, W. Pa., W. Va., 
Mich., Ky., Ind.). These men may 
now be assistant sales managers who 
are looking for a better opportunity. 
Whatever their position they must 
be extraordinarily good. They must 
be hard-hitting, hard-driving sales- 
men who have had a successful rec- 
ord of experience in selling to jobbers 
and distributors of building materials 
and are personally acquainted with 
the trade. We have no objection to 
an older man if he can meet our 
qualifications. This position offers 
almost unlimited opportunities and 
starts on the basis of a $10,000 yearly 
drawing account. The right men can 
earn double that amount within the 
year. If you can qualify and are 
interested write us tod giving full 
details as to your qualifications and 
experience in the building materials 
field. All replies will be held in strict 
confidence. 


STEEL DOOR CORPORATION 
Department B 

359 S. Jessie Street 

Pontiac, Michigan 
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HELP WANTED 


Executive experienced in selling and servicing 
retail trade, general contractors, industrials, 
etc. Chicago retail yards. Address Box C-29, 
American Lumberman, Inc. 


DISTRICT MANAGER 
If you are thoroughly experienced in Sales 
Promotion, Merchandising, Purchasing, and 
Credits and Collections, here is an opportunity 
to go with an established and aggressive line 
company that is reorganizing its personnel. 


Salary and year-end Bonus. Car furnished, 
with all traveling expenses paid. Group In- 
surance and Hospitalization. Paid vacation. 


Address Box C-30, American Lumberman, Inc. 











Wanted: Building material salesman who 
has some knowledge of drafting. Could ad- 
vance to manager in a few years. Profit 
sharing. Address Box C-22, American Lum- 
berman, Inc. 





YARD MANAGER 
Position open in newly remodeled building 
material store in City of 20,000 in North Cen- 
tral Oklahoma. 


Salary, Car Allowance, monthly Incentive 
plan, year-end bonus, Group Insurance, Hos- 
pitalization, and paid vacation. Only men 
well experienced in sales promotion, mer- 
— _rr and Credits and Collections need 
apply. 


Address Box C-31, American Lumberman, Inc. 





HELP WANTED 

Wanted: man wi lumber knowledge, 
some estimating ability. for Indiana retail 
lumber yard office. tate experience and 
qualifications. Address Box C-34, American 
Lumberman, Inc. 





MILLWORK 

Large. old-established Millwork Jobber and 
Manufacturer needs young men who can 
read and price usual residential blue prints 
and intelligently contact Architects, owners 
and Contractors on those projects. An attrac- 
tive opportunity if you have the education, 
personality and some experience and are 
seeking a permanent position with a future. 
Give complete history, past experience and 
references in your reply, which will be held 
confidential. Location, Indianapolis. Address 
Box C-35, American Lumberman, Inc. 





Wanted Wholesale salesman to sell softwoods, 
principally West Coast products and per- 
haps eastern spruce and soft white pine in 
the State of Ohio. Preference given to man 
of experience and knowledge of area and 
trade. Address replies to Horace W. Shep- 
ard, Shepard & Morse Lumber Company, 
31 Milk Street. Boston, Massachusetts. 





MILLWORK SALESMAN 


Large wholesaler needs sash and door sales- 
man to call on Chicago Trade. An excep- 
tional opportunity for an experienced man. 
Address Box C-36, American Lumberman, Inc. 





WANTED—Planer Mill Saw Filer for large 
Pine Mill in Eastern Oregon. First class 
man only need apply. Mill at present on six 
day week, overtime after eight hours or 
forty hours, rate per hour $2.53. Permanent 
job for right man. Details of experience in 
reply. Address Box C-37, American Lumber- 
man, Inc. 





Wanted: Assistant manager for lumber yard 
in boom town. Should be able to take over 
active management in 3 or 4 years. Good 
wages, profit sharing. Address Box C-2l, 
American Lumberman, Inc. 





Wanted: Partner with $20,000 to invest in 
building material business. Must be aggres- 
sive and able to assume responsibility of 
manager in two years. Annual sales now over 
$400.000. Address Box C-20, American Lum- 
berman, Inc. 





Fast growing Midwest wholesaler with 
plenty of opportunity has opening for expe- 
rienced wholesale lumber salesman. Straight 
commission only. If you are interested in 
making money, contact Box C-33, American 
Lumberman, Inc. 





Wanted: Young man able to wait on counter 
trade in building material office. Good oy 
Address Box C-23, American Lumberman, Inc 
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HELP WANTED 


Wanted—Young man with ability, who is in- 
terested in learning the retail lumber busi- 
ness, or who has worked in retail lumber 
yard and wishes to make change. Line eo 
concern wishes to train men for future job as 
manager. Address Box C-44, Am 
berman, Inc. 


SITUATIONS WANTED 


MILLWORK-DETAILING 


Let «a group of experienced millwork detail- 
ers with 30 years experience, commercial and 
residential, do your detailing. Cost reason- 
able. Results guaranteed. Address Box V-71, 
American caaeenen, Inc. 





erican Lum- 











MR. EMPLOYER: WHY BEAT YOUR BRAINS 
OUT HUNTING QUALIFIED HELP? We are 
experienced lumbermen and speak your lan- 
guage so register your needs with us and 
let us find the men, screen them and check 
their references. No charge to you unless 
you want to help the successful applicant. 
HINES EXECUTIVE SERVICE, 5355 W. North 
Avenue, Chicago 39, Ill. 





MILLWORK SUPERINTENDENT, DRAFTSMAN 
—biller, detailed and stock millwork; years 
of experience. Cost minded. Address Box 
A-33, American Lumberman, Inc. 


WANTED 
SALES REPRESENTATIVES 


Wanted—Manufacturer’s representatives now 
selling to retail lumber yards to sell our 
complete line of interior and exterior flush 
doors. Write Style King Door Company. 
9946 Greenfield Road, Detroit 27, Michigan 











Large Lumber wholesalers with National dis- 
tribution and with buying offices in every 
major lumber producing area of U.S. and 
Canada, will grant exclusive selling arrange- 
ment in various territories (on attractive com- 
mission basis) to experienced lumber sales 
representatives who would appreciate a profit- 
able working arrangement with an excellent 
source of supply for every species of Western, 
Eastern, and Southern lumber at competitive 
prices. Write fully: Box B-37, American Lum- 
berman, Inc. 





DISTRIBUTORS WANTED 
PLASTIC LAMINATES 


Large manufacturer of high pressure decora- 
tive plastic laminates expanding operations, 
has a few selected franchises open to dis- 
tributors selling to building, store fixture, 
and furniture trades. Company's product, 
Pionite, is second to none and offers a com- 
plete range of patterns, colors and sizes for 
every type of application. An interesting 
arrangement is available to qualified factory 
distributors of high caliber. Please give full 
information on your operations, including 
present lines, territory covered, number of 
dealers, and number of salesmen employed. 
All replies held in complete confidence. Ad- 
dress: Treasurer 


Pioneer Plastics Corporation 
28 Goodhue St. 
Salem, Mass. 





For Ohio and midwest area—kiln dried red- 
wood casket and storm sash stock. We are 
redwood and pine shop specialists and are 
interested in an exclusive sales arrangement 
in the midwest territory. All stock Association 
graded. Adequate inventories maintained to 
insure prompt shipment. Address Box C-43, 
American Lumberman, Inc. 


October 20, 1952, AMERICAN LUMBERMAN & 


SALES REPRESENTATIVES 
WANTED 





For new. packaged. Knock-Down Overhead 
steel garage door, sold only through Lumber 
Dealers. Top quality and exceptionally low 
cost make this a fast seller with lots of 
repeat orders. Can be handled with other 
lines. Write for exclusive territory to K. D, 
Garage Door Sales, P. O. Box 4406, Detroit 
28, Mich. 





SALES REPRESENTATION 
AVAILABLE 





Texas Company interested in representations 
for Southwestern United States and Northem 
Mexico. Address Box C-38, American Lun. 
berman, Inc. 





MANUFACTURERS’ AGENTS 





As a clearing house for manufacturers seek- 
ing representation for their lines, and for 
agents desiring additional lines, we_ invite 
you to list your availability with us. Please 
give complete details—products now handled, 
numb of lumb and building products 
dealers you now sell, territory covered, num- 
ber of salesmen you travel, plus background, 
experience and general qualifications. Indi- 
cate kinds of products you particularly want 
to add. No charge for this service. AMER- 
ICAN LUMBERMAN, INC., 139 N. Clark St., 
Chicago 2, Ill. 


WANTED TO BUY— 
MISCELLANEOUS 


STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 














RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis i, Mo. 





USED MACHINERY WANTED 





WANT TO BUY 
Filer & Stowell 14x20 oscillating twin engine 
steam carriage feed. Need not be in first 
class condition if it can be repaired. 
SWIFT-HUNTER LUMBER COMPANY 
ATMO ALABAMA 





WANTED 
Complete filing room machinery and equip 
pete go 10” band saws and circular slasher 
saws. If can’t furnish all advise items cm 
furnish care of Box C-39, American Lumber 
man, Inc. 


— 


MISCELLANEOUS—FOR SALE 


Advertising Yardsticks 
Basswoed and Hardwood. Reasonable prices. 
rompt delivery. F. M. Mosedale Co., P. 0. 
Sen is. Geneva, Illinois. 








— 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO.., Inc. 
Minneapolis. Mi 
—— 
Pine & Hardwood Handles—Broom, Mop & Tt: 
Dowels 11/16 to lI” 
Threaded Plunger Handles. : - 
Kiln Dried 3 x 3 Hardwood Furniture Sq¥ 
Kiln Dried Wooden Winding Cores for Par 
Rolls. 
RUMLEY MANUFACTURING COMPANY 
P, O. Box No. 2 
Tuscaloosa, Alabama 








Large quantities sawdust—carload lots—bul 
ee ere a ~~ size scre' 
top-over freight privileges. Braun 

Co. 1555 E. Davison Ave., Detroit 3 Mich: 
igan. 











